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TIMKEN is stamped 
onthe cone assembly 
and cup of every 
genuine limken 
Bearing. Your 
protection. 


Roller Reali to ad a Timken? 


_ The speed with which you can get the right Timken ‘eiepat speed 
_ with which you can fit exactly the right bearing—the speed with which 
_ you can turn out fine work—the ame savings alone far offset any immediate 
* advantage there might ever seem to be in a compromise. 


And from the good will standpoint everybody knows that the use of genu- 
' ine Timken Bearings counts immeasurably: on the profit side. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 
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Delivered in Chicago and Vicinity in April 
Scoring 251% Increase Over April Last Year 





Cook County Records Show Sweeping Popu- 
larity of New Century Models | 
January 1928 Scored 58% Increase Over January 1927 





February ” ” 69% ” ” February ” 
March ” ” 148% ™ ” March = ” | 
99 99 


APRIL ” ” 251% 


April ' 





N AND up to new high levels of popu- 
larity swings public demand for the 
sparkling performance, beauty and dignity of 
the new Hupmobile Century Six and Eight. 


Chicago and Cook County’s great reception 


Everywhere buyers see in these highly devel- 
oped cars, the year’s finest values, and the 
embodiment of the very best this century 
has produced in style, power, speed and 
strength. 


a pre 
of the brilliant new Century Hupmobiles so With May sales reaching a new high peak, a 
impressively recorded above, is paralleled in can you imagine a more attractive time to ' = 
every city, town and hamlet in America. secure the Hupmobile franchise? ing ¢ 
you s 

In Detroit, center of the automotive industry, Dealers interested in sharing in the greatest And: 
Hupmobile sales in April led April last year year in Hupmobile history are advised to act car, § 
by the remarkable margin of 261%. Cleve- promptly in connection with territory now 4 _ 
land sales were 96% higher and Philadelphia available. Write or wire for full details of the arn 
well over 100% ahead of April 1927. Hupmobile contract. ) voy 
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Showing the steel arm 
that applies the Houd- 
aille Hydraulic control 
in both directions—up 
and down. 


Car Dealer can be a HOUDAILLE Dealer 


HERE is more than one profit 

in selling Houdailles. There is 
a profit on the set ofinstruments of 
course, but it doesn’t take long to 
get it noised around town that the 
cars you sell are the smoothest rid- 
ing cars that roll on wheels, when 
you sell Houdailles. 


And when it comes to selling a used 
car, shrewd buyers know that one 
of the best recommendations it can 
have is Houdaille equipment. It is 
asign that the car was owned by a 
man who cared and that the chassis 
has been eased, instead of ham- 
mered over the road. 


You ean only compare a Houdaille 


with a Houdaille. They are hydrau- 
lic and double acting. They soften 
the bumps that ordinarily make 
springs strike bottom with that 
sickening crash. They prevent the 
recoil that tosses the passengers 
against the roof. They make the 
cars you sell ride easier, go faster 
and last longer. 


And here’s something that you may 
not have realized. While Houd- 
ailles are one of the highest priced 
(and most profitable) shock absorb- 
ers in the world, they are not the 
most expensive. If a car owner says 
he can’t afford them—remind him 
that they are a permanent invest- 


ment in riding comfort. They have 


definite trade-in values at the end 
of one, two and three years. 


They not only make your cars last 
longer but they last long them- 
selves. There are no springs, straps 
or cables to break. They operate in 
fluid under pressure. 


They are made for all makes and 
models of light, medium and heavy 
cars. You do not have to carry a 
stock nor invest any money in 
them. The Houdaille Distributor 
will gladly explain the exclusive 
patented features of the World’s 
Finest Shock Absorber, or write 
direct to the factory. The coupon 
is for your convenience—mail it 


today. 


Please send me the facts on Houdaille Sales and 
how I can become a Houdaille Dealer. 


e . a 


: HOUDE ENGINEERING CORPORATION, Dept. MA.6 
937 EAST DELAVAN AVENUE, BUFFALO, N.Y. 


Name 





IN CANADA : 222 SIMCOE ST., TORONTO, ONT. 


Address 
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Protection—Plus 


HAT’S exactly what you sell with visible for more than 360 feet ahead. ) 


Bright Bumper: daytime protection Brisht Bumper, with driving lights in- 
—nighttime protection. Here's unsur- get, protected and guaranteed against 
passed style and sturdiness plus a pair breakage, provides the safest light 
of powerful safety driving lights that to drive behind or against. It furn- 
paint a path of daylight on the darkest ishes also one of the biggest and best 
road. | selling opportunities in 
the whole automotive : 
field. Dealers every: 
eee Where are proving it, 

ms! and profiting. Get the 
m facts. Write today for 
Wdetailed information 
© and your liberal dis- 
= counts. 









Lights are low-hung 
directly ahead of the § 
tires, they illuminate § 
all the road from ditch 
to ditch. Curves, cul- 
verts, chuck holes, road 
signs — all are plainly 


WARREN Toot & Force Co., 500 Griswold St., Warren, O. 


Central Sales Division 


The Zinke Company, 1325 Michigan Boulevard, Chicago, II. 





541 W. 34th St., New York, N. Y. 1009 S. Hill St., Los Angeles, Cal. 1029 Little Bldg., Boston, Mass. Bridgeburg, Ontario 
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Eastern Representative Western Representative New England Representative Canadian Factory j 
Bright Bumper Sales Corp. of N. Y. Bright Bumper Sales & Specialty Co. Bright Bumper Sales Corp. Bright Auto Bumper Co., Ltd. 
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but costs less! 


There wouldn’t be any econ- 
omy in buying equipment at 
a low price if it lacked high 
quality and efficiency of oper- 
ation. 


Therefore we made the Frank- 
lin Upright high in quality and 
high in efficiency . . . silent 
and vibrationless in operation 
- .. Small in size—vertical .. . 
and consistent with these— 
a low price. 


Many shops that couldn’t af- 
ford expensive equipment find 
the Upright fits their needs. 
It’s low in cost and upkeep. 
A % hp. compressor—two- 
cylinder super single stage— 
belt driven—compact and 
automatic. 


If the Franklin Upright is big 
enough why pay more! Ask 
gyour jobber about Franklin 
Compressors—or write for 
more information. Do it to- 
day. 


The Franklin Air Compressor Corp. 


Norristown Penna. 





If the Franklin Upright isn’t 
large enough—there is a Frank- 
lin that will fit your need. The 
Franklin Compressor line is 
complete. All embody exclus- 
ive patented features that give 
them the lead for rugged, 
trouble-free performance. 


Franklin 


Manufacturers of a Complete Line of Air 
Compressors and Paint Spray Equipment 
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Partial List of Trucks 
that Trainor Overload 
Springs Will Fit. 


CHEVROLET 

1 ton—Model RX 1925 

1 ton—Model X 1926-27-28 
GRAHAM BROS. 

11% ton—1924-26-27-28 
GRAHAM G-BOY 

1 ton—1926-27-28 
FEDERAL-KNIGHT 

1 ton—1926-27-28 

11% ton—S 25—1925-26-27 

1% ton—S 23—1926-27-28 
Se Ae. << 

1 ton—Model T 20—1927-28 

1% ton—Model T 20 C— 

1927-28 

2 ton—Model T 40—1927-28 
STEW ART 

2/3 ton—1927-28 
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Sell Truck Insurance 


IGHT trucks can now be loaded to full capacity without danger of 
excessive wear and tear when equipped with Trainor Overload Springs. 
Overstrain on the Truck Springs is eliminated, saving spring breakage. 

The danger of broken axles is done away with—wear on tires is reduced— 


there is no danger of cracked frames. 


And both load and driver are pro- 


tected against the jars and jolts of rough roads. 


Economy 
Think of the saving in repair bills—~in 
hauling time. The cost sf a set of 
Trainor Overload Springs is insignificant 
in comparison. 


Easy to Attach 


They are easy to attach, too. No hules 
to drill—no alteration of frame in any 
way. Any ordinary mechanic with a 


wrench can install a set in an hour. 


Protection 
The large illustration above shows the 
Overload Spring under a normal load. 


_du the smaller illustration the spring 1s 


shown under excess weight, taking the 
strain off the truck spring—absorbing che 
sudden jolts and bumps before they reach 
the frame. 


Profitable 


There’s real profit for the aggressive 
dealer in this new accessory, and the 
market is almost limitless. If your Jobber 
or Spring Service Station can’t supply 


you, write direct. 


TRAINOR NATIONALSDPRINGC@ Newcastle Ind. 
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How Studebaker-Erskine sales cause a business to grow—North End Garage, Manchester, N. H., in 1928 
G th 


STUDEBAKER 
. im Manchester, N. H. 
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The North End Garage, Manchester, N. H., in 1912 


HE North End Garage began as the 

Studebaker dealer in Manchester, New 
Hampshire, back in 1912. From a small begin- 
ning, pictured above, this firm has grown until 
today it has a showroom frontage of 140 feet, 
backed by a modern service station. 


Mr. Ralph D. Reed, of the North End Garage 
says, “We have been successful and will con- 
tinue to increase our profits because of the 
factory’s unusual co-operation and the saleabil- 
ity of today’s Studebaker and Erskine cars.” 


Saleability...unusual cooperation...increased 
profits...this dealer tells you what it means to 
Secure a franchise with what one trade paper 
editor called “America’s most friendly factory”. 


STUDEBAKE 


America’s Most Friendly Factory 


C\_ 


Studebaker products and policies reflect dealer- 
minded executives. Four great lines of six and 
eight-cylinder cars—$795 to $2485, f. 0. b. fac- 
tory. Four champions in appearance and value 
as well as performance. Four chances to sell 
every prospect. New buying records being set 
each month. These are only a few of the rea- 
sons why experienced dealers are seeking this 
four-fold Studebaker-Erskine franchise. A fran- 
chise that gives more than it asks from a fac- — 
tory that offers profits instead of promises. 


Write or wire now for complete and con- 
fidential information about your territory! 
Address Department 51, The Studebaker Cor- 
poration of America, South Bend, Indiana. 
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Wouldn't- 


THIS 
Please Your Customer) 
WEEN a car drives up with 
a hot engine, suppose 

you lift the hood and take a 
look at the fan belt. By actual 
count, four times out of five, 
you will find the belt is old, 
frayed at the edges, caked with 
dirt, soaked with oil. Naturally 
it is slipping. Replace it with 
a belt that really grips the pulley 
—the Gates Vulco. Of course 
you please the customer—and 
the belt sale pays you more 


profit than the gasoline he 
came to buy. 
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“The Standardized Fan Belt” 





CROSS SECTION OF 


GATES v2 


GATESVveccBELTS 


“Manufactured by the World’s Largest Makers of Fan Belts’? 
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LDED V BELT 


THE V BELT 
That is built 


likea cord tire — 
60 to 80 endless cords 


run clear aroundevery 
Gates Vulco V-Belt. 
Built like a cord tire, 
it is non-stretch and 
almost unbreakable. 
That’s why the Gates 
Vulco V-Belt is giving 
extraservice and pleas- 
ing your customers. 
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What is Pyro-Action? 


What is Spark Plug Faralysis p 


very dealer of importance 
will read this answer! 
































Plug, a Robert Bosch product, makes 
it possible. This is why: 


Spark Plug Paralysis is caused by 
carbon which lodges in the crevices 
of ordinary plugs, paralyzing their 
power and resulting in complete foul- 
ing. Pyro-Action is the technical name 
for a combination of factors in the 
new Original-Bosch Spark Plug, which 


bles it to defy thi lysis. 
OW come the facts about enabies 1t tO dery Unis paralysis 


... how it is crippling |) |” 
9 cars out of 10, wasting gas- tes es 
oline, devitalizing engine power. 


pS To mention one factor, the insulat- 

: or is capable of absorbing and retain- 

& ing sufficient heat to burn away oil, 
liquid fuel and carbon as fast as they 
touch the insulator. 


The Original-Bosch Pyro-Action 
Spark Plug is backed by the strong- 


« The strange thing about this 
disease is that the average man 
doesn’t even know that it is sap- 





ping the vitality of his car. If his 
ear seems a little lazy or sluggish, 
if it labors on hills, he assumes it 
is a sign of age—and does nothing 
about it. 


This situation opens up a really 
unusual opportunity for the dealer. 
If you can reveal the presence of 
spark plug paralysis in a customer's 
car—and supply the cure in the bar- 
gain — you will earn a ‘healthy new 
profit and a customer who is going to 
boast about the new pep you have 
put into his car. 


‘And now you can show your cus- 
tomers how to prevent spark plug 
paralysis. The new Pyro-Action Spark 
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est guarantee ever made fora spark 
plug. Mail the coupon for full 
information about its other sell- 
ing features and the generous 
discounts allowed to progressive 
dealers. 


Original-Bosch Pyro-Action Spark Plugs 
have black bodies: they are marked with the 
name ‘‘Robert Bosch,’’ and the trademark 
shown below. 


Robert Bosch Biepente Co., ten 
3601-H Queens Blvd., L. I. City, N. Y. 


Please send full facts about Original- 
Bosch Pyro-Action Spark Plugs and 
about your dealer franchise for pro- | 
gressive accessory dealers. 

| 
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23 SECONDS 


average reading time 
of this message. It 
may save 29 dollars 
for you or your trade 
many times over. 















The Better Bearing is a Ball Bearing 
—New Departure makes Ut. 
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Ford Co. to Build 


River Rouge Dam 


Will Power New Parts Plant 
Report States; Company 
Denies Plan 


ADDS TO HOLDINGS 


DETROIT, June 2—Despite the fact 
that officials of the Ford Motor Co. dis- 
claim knowledge of plans of the com- 
pany to build a dam on the River Rouge 
to supply power to a new parts factory, 
state and county road officials say that 
such a project is under way. 

The proposed dam would be built in 
Southfield township. Land for the 
project was acquired from Charles 
Simmonds, farmer, 10 years ago. Op- 
tions on additional lands which would 
be inundated were recently acquired 


by Mr. Simmonds for Mr. Ford. 





N. Y. Jobbers Merge 

NEW YORK, June 1—H. B. Shrontz 
Co., distributor of USL batteries, P. J. 
‘Durham Co., distributor for Auto Lite, 
Leece Neville and other. electrical 
equipment manufacturers, consolidated 
their business under the name of P. J. 
Durham & Co. today. 





Meet Nash Y.M.C.A. Offer 


KENOSHA, WIS., June 4—Citizens 
of Kenosha have over-subscribed by 
more than $10,000 the campaign to 


raise $800,000 for a new Y.M.C.A. | 


building, for which Charles W. Nash, 
president of Nash Motors Co., and Mrs. 
Nash, donated $400,000 on condition 
that a similar amount be raised by 
popular subscription. 





Goldstein Travels for Tiffany 

NEW YORK, May 31—Tiffany Mfg. 
Co. of Newark has appointed J. G. 
Goldstein as sales representative to 
cover the jobbing trade in the metro- 


politan territory of New York and New 
Jersey, 





Takes on Auburn Line 


LOUISVILLE, KY., June 2—Mad- 
dox & Kinkead Co. has been made dis- 


tributor for Auburn ears for this city 
and vicinity. 





Gerold Heads Berger Branch 
SEATTLE, June 1—The Berger Man- 
ufacturing Co. has established a branch 

here, with Frank Gerold in charge. 





Gayer Colors Will 
Be Truck Feature 
EVANSVILLE, IND., June 
4—-Many marked changes in 
the treatment of commercial 
car bodies will be noted this 
year through the favoring of 
gayer colors, according to Fred 
P. Nehrbas, general manager, 
Hercules products’ division 
plant of Servel, Inc., manufac- 
turer of motor truck bodies. 











Lyon Metal Buys Two 


CHICAGO, June 4—Lyon Metal Prod- 
ucts, Inc., has purchased the Durand 
Steel Locker Co. and the Lyon Metallic 
Mfg. Co. Recently elected officers of 
the company are: F. S. Waters, pres- 
ident; H. A. Gardner, chairman; Keith 
Spalding, vice-president; W. N. Vance, 
vice-president; C. E. Gerberich, vice- 
president; B. L. Waters, secretary; H. 
A. Struck, assistant secretary; W. B. 
Brown, treasurer; A. W. Lauder, assist- 
ant treasurer. J. E. Bales, J. B. 
O’Connor and R. T. Waters, are direc- 
tors. 





Kedlaw Chrysler Dealer 


CHICAGO, June 5—Appointment of 
Kedlaw Motor Co. as Michigan Ave. 
dealer for Chrysler was announced to- 
day by F. A. Petrie, manager of the 
Chrysler Illinois Co. 

W. A. Hitchcock and W. G. Temnant 
control the expanded organization. Wal- 
ter Slowman is general manager. 


Goodyear Co. Plan Upheld 

CLEVELAND, June 2—The refinanc- 
ing plan of Goodyear Tire & Rubber 
Co., under which $60,000,000 of first 
mortgage 5 per cent bonds were issued 
to retire bonds, debentures and prior 
preferred stock issued at 8 per cent 
in 1921, was upheld this week in Com- 
mon Pleas Court here, Judge Stephen- 
son dismissing the suit. 








School for Tire Repair Men 
WAUPUN, WIS., June 4—In connec- 
tion with a new financing plan, which 
enables repairmen to buy equipment on 
easy terms, the Shaler Co. has opened 
a vuleanizers’ school at the local fac- 
tory. | 





Durant Driveaway Stunt 
NEW YORK, June 2—Durant Mo- 
tors, Inc., is placing on all driveaways 
from the Elizabeth plant strip posters 
announcing the make of the car. 


Chevrolet Dealers 
Sit in on Ad Plan 


Company in Midst of Greatest 
Campaign Confers With 
Retailers 


DISCUSS PUBLICITY 


DETROIT, June 5—Chevrolet has 
revived the plan of giving the dealer 
a voice in the national advertising pro- 
gram of the factory, according to John 
E. Grimm, Jr., advertising manager. 
The purpose, says Mr. Grimm, is to 
keep the home office constantly in touch 
with problems faced daily by the deal- 
ers so that Chevrolet advertising may 
be guided by actual field conditions and 
thus prove most effective. 

The company is now in the midst of 
what is said to be the largest and most 
comprehensive advertising campaign 
ever undertaken in the history of the 
automotive industry. 








Bloom Joins De Soto 


DETROIT, June 4—Charles W. 
Bloom, veteran automobile merchan- 
diser, has joined De Soto Motor Corp., 
division of the Chrysler Corp., as direc- 
tor of distribution. He has been asso- 
ciated with the automobile industry for 
20 years in an executive position. 





Peters Heads Nash Dept. 


KENOSHA, WIS., June 1—A. C. 
Peters, for 19 years with the Packard 
organization, the last three years of 
which he spent as sales and advertising 
manager of the Packard Motors Export 
Corp., has been appointed export sales 
promotion manager of the Nash Motors 
Co. 





Dwinell Heads U. S. Branch 


DETROIT, June 1—C. Irving 
Dwinell has been appointed manager of 
the Boston branch of the United States 
Electrical Tool Co. 





Olds Employment Record 


LANSING, June 5—Employment at 
the Olds Motor Works is at the highest 
point in history. There are 6235 on 
the payroll averaging from 11% to 
12% hours per day. 





Takes On Moon Line 


ST. LOUIS, June 2—The Bassler 
Moon Motor Co. is to take over the dis- 
tribution of Moon cars in Indiana. 
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Two Fast Steppers 


THE heading refers of course to the Packard Electric Company’s plane and the Stutz race car. That chap at the 
wheel is Anthony Gulotta and we recognize Messrs. Moskovics, Wilbur Shaw, Bill Sturm and Riley Brett, but 


rest we don't know. 


Blame the camera man 























Decision Favors Dealer 

WASHINGTON, June 1—Merely be- 
cause there is a court record to the 
effect that a purchaser of an automo- 
bile has been found guilty of a violation 
of the prohibition laws, the seller of an 
automobile is not chargeable with 
knowledge of that fact in making a sale 
to such a person, it has been he'd by a 
Circuit Court of Appeals. 





Manufacturers’ Tax Decision 

WASHINGTON, May 31—An auto- 
mobile dealer who sold chassis and body 
parts of a truck separately at retail, 
billing the customer for the same in 
separate bills for the body and for the 
chassis was held not to be a manufac- 
turer of automobiles by the U. 8S. Court 
of Claims. 





Waterproof Wiring System 

SOUTH BEND, IND., June 4—The 
entire wiring system on the Studebaker 
Commander is now thoroughly protect- 
ed against moisture. The spark plugs 
have rubber caps, and the spark plug 
cables are protected by a metal conduit 
on the cylinder head. 





Rawson Moon Sales Head 
ST. LOUIS, May 31—R. A. Rawson 
has been made general sales manager 
of Moon Motor Car Co. He was for- 
merly assistant general sales manager 
of the company. 





Fokker Floating Stock Issue 

NEW YORK, May 31—Fokker Alir- 
craft Corp. is floating an issue of com- 
mon stock amounting to 40,000 shares 
of $25 par first preferred seven per 
cent stock, 20,000 shares of $25 par 
second preferred seven per cent stock 
and 100,000 shares of no par common 





stock. Estimated minimum annual 
business is placed at about $3,000,000. 





Prize for Dramatists 

DETROIT, June 3—A prize of $1,000 
and ten additional awards of $100 are 
offered to the undergraduate of any 
American college or university who pro- 
duces the best dramatization of the 
spirit of the Graham-Paige Legion. 
The contest closes Sept. 10. 





Ferry Packard Treasurer 
DETROIT, May 31—H. J. Ferry has 
been elected treasurer of the Packard 
Motor Car Co., succeeding R. P. Joy, 
resigned. Mr. Ferry joined Packard in 
1910. 


Dayton Rubber Adds Two 
NEW YORK, June 4—New salesmen 
with the Dayton Rubber Manufactur- 
ing Co. are F. B. Kerr, local branch, 
and H. H. Richards of Kansas City 
branch. 








Studebaker Dividend 

Checks Two and One- 

Half Miles in Length 
to—+—+ 

WO and a half miles of 
-* checks are required every 
three months when Studebak- 
er’s quarterly dividends are 
mailed. The checks go to 
stockholders in every state of 
the Union, to Hawaii, Porto 
Rico and the Canal Zone, as 
well as to more than a dozen 
foreign countries. Among the 
latter are Austria, Belgium, 
France, Italy, England, Hol- 
land, Haiti, Switzerland and 
Mexico. 


+—+—+ 











Triplex Selling Stock 

NEW YORK, June 2—Triplex Safe- 
ty Glass Co., Ltd., is offering a part of 
its 150,000 common stock of £1 par 
value for sale in this country, and the 
New York Stock Exchange has admit- 
ted to trading receipts issued by the 
Guaranty Trust Co. against deposit of 
the Triplex stock in London. 





Moreland Leases Building 
OAKLAND, CALIF., June 3—The 
Moreland Motor Truck Co. has leased 
the building at Twenty-ninth and 
Webster Sts. Complete service and re- 
pair shops are being installed. 





Whippet Price Advance 
TOLEDO, June 3—The price on the 
Whippet Six roadster has been increas- 
ed from $615 to $685, according to fac- 
tory announcement. 


Packard Net Gains 


Packard Motor Co. reports net in- 
come for the eight months ended April 
30, as $14,844,522. This is equivalent 
to $4.94 a share and compares with $8,- 
108,588, or $2.70 a share, for the cor- 
responding period a year ago. 








Organize for Better Service 

LOS ANGELES, June 1—Organiza- 
tion of an association of Los Angeles 
Chevrolet parts and service managers 
has recently been effected. William A. 
Morgan, service manager for Roach & 
Dixon, Inc., is president of the new 
organization and Pete Merdenhall of 
Brokaw-Bauer Co., is vice-president. 





Glossbrenner Adds Gardner Line 

LOUISVILLE, KY., June 4—The 
Glossbrenner Motor Co., for a number 
of years Stutz distributor, has also 
taken on the Gardner line. 
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Can’t Repossess 


if Dealer Fails 


Court Rules Against Finance 
Firm; Buyer Gets Car 
Back 


LOS ANGELES, June 4—A Los An- 
geles court. has ruled that an innocent 
buyer cannot be held responsible for 
the failure of a sales company to meet 
its obligations on its contracts with a 
finance company. ’ 

This vital ruling was made in the 
suit brought by E. F. Stewart and the 
Standard Mortgage Security Corp. 
against William A. Schonfeldt. 

The defendant asserted through his 
attorneys that he bought an automobile 
for $2,000 by escrow order. The sales 
company then went bankrupt, failing to 
pay off on its contract to the security 
corporation, legal owners of the car. 
The defendant was sued and the car 
confiscated. The court held the finance 
company could not repossess the car. 








Durant Still Breaks Records 

ELIZABETH, N. J., June 4—“Durant 
plants have for the third consecutive 
month broken all production records 
for the past five years,” announced T. 
S. Johnston, assistant to W. C. Durant, 
today. “This great production,” says 
Mr. Johnston, “has been necessitated 
by the unprecedented demand for Du- 
rant cars, not only in this country but 
all over the world, the export shipments 
for May being 300 per cent greater 
than May of last year.” 





Schmidt Groups Jap Dealers 

NEW YORK, June 3—Walton P. 
Schmidt, field representative of the Na- 
tional Automobile Chamber of Com- 
merce, who has been holding a series of 
meetings in the principal cities of 
Japan, reports the organization of the 
dealers and the adoption of a program 
for increasing good roads. 





Breaks Hill Climb Mark 

UNIONTOWN, PA., May 31—A 
stock model Studebaker Commander se- 
dan with a standard optional gear ratio 
topped the famous Uniontown hill here 
on May 26 at a speed of 60 miles an 
hour. Such a speed has never been 
equaled on this hill. 





Baltimore Firms Merge 

BALTIMORE, June 4—The Magneto 
General Electric Co. and the Automo- 
tive Electric Shop have merged under 
the name of the Baltimore Automotive 
Corp. T. R. Godey is president; G. H. 
Wittingham, vice-president, and W. T. 
Holmes, treasurer. 





Westinghouse Brake Dealers 
BALTIMORE, MD., June 1—Parks & 
Hull, Inc., and Brakes, Inc., have been 
named distributors for the Westing- 
house vacuum brake. 
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SHOWS 
Automotive Equipment As- 
sociation, Coliseum, Chicago, 


Oct. 22-27. 

*Chicago, Jan. 26-Feb. 2. 

National Standard Parts 
Association, Cleveland Audi- 
torium, Oct. 29-Nov. 3. 

*New York, Jan. 5-12. 

Radio Manufacturers Asso- 
ciation, Inc., Stevens Hotel, 
Chicago, June 11-15. 

Salon, Automobile Salon, Inc., 
Hotel Drake, Chicago, Jan 26- 
Feb. 2. 

Salon, Automobile Salon, Inc., 
Hotel Biltmore, Los Angeles, 
Feb. 9-16. 

Salon, Automobile Salon, Inc., 
Hotel Commodore, New York, 
Dec. 2-8. 

Salon, Automobile Salon, Inc., 
Palace Hotel, San Francisco, 
Feb. 23-March 2. 


CONVENTIONS 


American Automobile Asso- 
ciation, Annual Meeting, Cin- 
cinnati, June 28-29. 

Automotive Engine Rebuild- 
ers Association, Coronado Ho- 
tel, St. Louis, June 11-14. 

Automotive Equipment As- 
sociation, Grand Hotel, Mack- 
inac Island, June 17-23. 

Automotive Equipment As- 
sociation, Coliseum, Chicago, 
Oct. 22-27. 

National Association of Au- 
tomobile Show and _ Associa- 
tion Managers, Drake Hotel, 
Chicago, July 26-27. 

National Automobile Cham- 


ber of Commerce, Service 
Managers’ Forum, Toronto, 
June 18-19. 

National Standard Parts 


Association, Hollenden Hotel, 
Cleveland, Oct. 29-Nov. 3. 

Radio Manufacturers Asso- 
ciation, Inc., Stevens Hotel, 
Chicago, June 11-15. | 

Society of Automotive En- 
gineers, Chateau Frontenac, 
Quebec, June 26-29. 

World Motor _ Transport 
Congress, Rome, Sept. 25-29. 


RACE 
Altoona, June 16. 


*Will have special shop equip- 
ment exhibit. 





June 23 — Engineering Issue— 
Automotive Industries. 

Oct. 10—Marketing Annual for 
1929 — Motor World Wholesale. 














Rowland With Chrysler 
TOLEDO, May 31—Roland M. Row- 
land, who has been sales promotion 
manager for Willys-Overland Co. for 
more than five years, has resigned to 
accept a similar place with Chrysler. 
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Extends Date for 
Car Tax Returns 


N.A.C.C. Notifies Members of 
Treasury Department’s 
Action 


NEW YORK, June 1— National 
Automobile Chamber of Commerce has 
sent a bulletin to its members advising 
them of the Treasury Department’s de- 
cision to extend until July 31 the time 
for filing April and May returns on 
automobile excise taxes. 

The purpose of this is to build up 
credits with the Treasury Department 
for the cancelation of taxes on cars on 
dealers’ floors rather than requiring 
the government to make refund on 
taxes already paid on these cars. 

The chamber has also had printed a 


number of inventory schedules for use 
by the dealers. | 





Coolidge Signs Road Bill 
WASHINGTON, June 4—The Senate 
bill, authorizing $165,000,000 for Fed- 
eral-aid in state construction of high- 
ways for the years 1930 and 1931 was 

signed by President Coolidge today. 





Urges Traffic Control 


TOLEDO, June 2—Standardization of 
traffic regulation and control was put 
forward as the most effective solution 
of America’s automobile problem by A. 
B. Barber, manager of the transporta- 
tion department of the Chamber of 
Commerce of the United States and 
Director of the National Conference on 
Street and Highway Safety, in an ad- 
dress, today, before the Ohio State 
Automobile Association. 





Youthful Drivers Best 


HARTFORD, CONN., June 4—Of the 
many Connecticut boys and girls under 
the age of 18 years who were permitted 
to drive cars after their sixteenth birth- 
day, only 11.6 per cent were in acci- 
dents, compared with a 13.2 per cent 
average for all drivers. 





Big Overseas Shipment 


DETROIT, MICH., June 5—The S. S. 
Tractor of Hamburg cleared Detroit 
for Barcelona, Spain, with an exclusive 
cargo of Studebaker and Erskine cars 
valued at a quarter of a million dollars 


last week. Fifty-five cars were shipped 
uncrated. 





Atlanta Group Plans Picnic 
ATLANTA, June 4—Plans have been 
completed for the annual outing and 
picnic of the Atlanta Automobile As- 
sociation, June 15. Membership of the 
association includes 90 per cent of all 
local automotive businesses. 





Pratt & Lambert Dividend 
Pratt & Lambert declared quarterly 
dividend of 75 cents payable July 2 to 
stockholders of record June 15. 











By Lewis C. Dibble 


The Chrysler-Dodge deal has kept the rumor mongers working nights. 
They have spun all sorts of possible combinations in the air. For one to believe 
a fraction of the stories that have been current during the past few days would 
require a greatly warped imagination. 

* * * * 

When Dick Leavell of George Harrison Phelps goes touring he goes 
equipped for all sorts af eventualities. We rode down to the Indianapolis 
races with him in a Dodge Victory Six. When we became lost in the wilds 
of Ohio one could hardly blame the car. It was a case of misdirection. 
Leavell gazed at the moon, the big dipper and other celestial bodies. He 
couldn’t quite figure out where we were. Finally he produced a compass 
and had yours truly running up and down the highway looking for Detroit. 
That’s what I call preparedness. 

: 2 & @ 

There were a lot of smart looking race cars in this year’s 500-mile event 
but none of them were more swank on the track than the Marmon pacemaker. 
With the veteran Joe Dawson at the wheel, and T. E. (Pop) Meyer, manager of 
the speedway, as a passenger, the car led the field around the track and brought 
them across the line for a roaring start. 

+ * * & 

No race at Indianapolis would be complete without a large repre- 
sentation from the automotive industry on hand. The honor of refereeing 
this year’s event fell to Lawrence P. Fisher, president and general man- 
ager of the Cadillac Motor Car Co. Mr. Fisher handled the job excellently. 

* cS * * 


Over at the Indiana Athletic Club we bumped into L. G. Peed, general sales man- 
ager of Willys-Overland. L. G. was all dolled up in a smart knicker suit, and, despite a 
heavy rain outside which was dampening possible hopes of running the big event, 
Mr. Peed was all smiles. But it’s no wonder he could smile, when one considers the 
great sales records his company has been rolling up this year. 

x * * x 


There’s one fellow who takes the race seriously. He is Fred Duesenberg, 
vice-president in charge of engineering of Duesenberg, Inc. Mr. Duesenberg 
works night and day before the race preparing his mounts for the event. We 
arrived in Indianapolis at 3 a. m. and went directly to the Duesenberg factory but 
Mr. Duesenberg had just left. Reports later were to the effect that he returned 
soon on his way out to the track where his mounts were to be given their final 
trials. 

> >. + « 

Speaking of racing reminds us that Studebaker hung up a great 
record the other day at the famous Uniontown Hill in Pennsylvania. 
.J. M. Cleary, Studebaker sales manager, has just cause to be proud of the 
accomplishment. A Studebaker Commander sedan was going 60 miles an 
hour as it passed over the top of the hill. Then to prove that this was 
nothing in the day’s work the car was again driven up the grade with 
2296 pounds of human freight aboard and the average speed was 31 miles 
an hour. 

*k * * * 

W. R. Tracy, vice-president in charge of sales of Oakland-Pontiac, has an 
unique promotion plan. The 4700 Oakland-Pontiac dealers will feature vacation 
time displays in their showrooms from June 2 to June 16. Many suggestions 
on camping, hunting and fishing equipment will be offered car owners. A 
vacation log booklet in which they can keep track of traveling expenses will be 
provided free and Oakland-Pontiac owners will be issued courtesy cards which 
will entitle them to special service privileges from dealers while on tour. 





Pursley Succeeds Reid the Avondale Motor Car Co. consti- 
ATLANTA, June 4—H. J. Pursley, tuting the largest fleet order ever al- 
who has been wholesale manager of the ‘lowed by the city on a single contract. 
Atlanta branch for the Durant Motor 
Co. since its opening some time ago, has Form Airplane Finance Firm 
been appointed manager of the branch NEW YORK, May 31—Aeronautical 
to succeed H. J. Reid, who returns to Industries, Inc., has been formed for 
the Elizabeth, N. J., factory. the purpose of providing expert advice 
and financing of airplane builders and 
Avondale Sells 45 to City airline operations. Lester D. Gardner, 
CINCINNATI, June 2—Forty-five former owner and publisher of Avia- 
Chevrolet cars and trucks were ordered tion, has been elected president of this 
by the City of Cincinnati today from company. 











Motor Age 


Stage Line Cars 
Have Tough Life 


Cover 300,000 Miles of Bad 
Mountain Roads; Still 
Going Strong 


FALL RIVER, CALIF., June 1—A 
veteran stage driver who has replaced 
his mule teams with four Peerless cars 
has driven each of his automobiles from 
200,000 to 300,000 miles and declares 
they are still going strong. 

These cars are owned by John Weist, 
who 35 years ago was, driving 16-mule 
teams with a “jerk line” over his pres- 
ent route. Today, each of his cars 
makes a daily run of 104 miles over the 
steepest and poorest mountain roads in 
the state, carrying eight to 10 passen- 
gers, the U. S. mail and two or three 
trunks thrown in for good measure. 

These Peerless cars operate as the 
Redding-Fall River stage line. 





Cadillac-La Salle Broadcast 

NEW YORK, June 4—The Cadillac- 
La Salle division will be the host at the 
first of the summer series of General 
Motors family parties to be broadcast 
this evening. 





Dunlop Heads Consolidation 

CHICAGO, May 31—T. S. Johnston 
assistant to W. C. Durant, announces 
the consolidation of local Durant and 
Locomobile interests in general charge 
of Zac D. Dunlap. 





Ryan Heads India Sales 
LOS ANGELES, May 31—Announce- 
ment has been made of the appointment 
of Frank L. Ryan as vice-president and 


general sales manager of the India 
Tire & Rubber Co. 





Studebaker Still Gaining 
SOUTH BEND, IND., June 3—Re- 
tail deliveries of Studebaker cars by 
dealers for the first 20 days of May 
were 23 per cent greater than the cor- 
responding period last year. 





To Produce New Ring 
CINCINNATI, June 2—The Dorman 
Spiral Piston Ring Co., headed by Jack 
R. Dorman, has been incorporated to 
produce a spiral ring, designed and pat- 
ented by J. M. Tatman, formerly with 
General Motors Corp. 





Motorbus Dividend 
Directors of the Detroit Motorbus 
Co. have voted to declare a 10 per cent 
stock dividend payable June 22 to stock 
of record June 8. 





Milwaukee Ford to Open 
MILWAUKEE, June 2—The loca! 
Ford assembly plant will reopen Mon- 
day, June 11, on a normal operating 

basis, with a force of 400 men. 
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SINCE the artist beat us to it by putting each man’s name beneath his picture there’s little else to say. The association, 
as everyone knows, is one of the most influential in the industry 





Hupp Sales Outlets Gain 

DETROIT, June 4—According to R. 
S. Cole, general sales manager of the 
Hupp Motor Car Corp., Hupmobile on 
May 15 had 1662 selling outlets, with 
the number steadily increasing. 





Sloan to Address Bankers 
DETROIT, June 5—Alfred P. Sloan, 
Jr., president of General Motors Corp., 
will address the Bankers’ Club of De- 
troit at the Hotel Statler this evening. 





Plan Anti-Theft Group 

NEW YORK, June 2—The National 
Automobile Theft Bureau, recently or- 
ganized by members of the National 
Automobile Underwriters Conference 
and a group of non-conference com- 
panies, is now perfecting plans for the 
operation of a new bureau for the re- 
covery of stolen cars. 





Sikorsky American Citizen 
NEW YORK, June 1—Igor Sikor- 


sky, airplane manufacturer, was made 
an American citizen last week. 


Mail Order Tire Prices Down 
NEW YORK, June 4—Mail order 
houses are beginning to reduce tire 
Prices. Montgomery Ward & Co. has 
announced a five to 15 per cent reduc- 
tion and has increased mileage guar- 


anty to 15,000 miles. It is predicted 
that Sears Roebuck & Co. will make 
similar announcement in its new sum- 
mer satalog. 





Changes Sedan Finish 
NEW YORK, June 1—Durant Motor 
Co. of New Jersey has changed the 
paint specifications of its four-door se- 
dan to a dark Niagara blue. 


LeRoux Heads New Firm 

ATLANTA, June 1—C. M. LeRoux, 
president of the Atlanta Automobile 
Association, heads the LeRoux Motor 
Co. and will continue as Willys dis- 
tributor. 





Decision Makes 
One-Arm Driving 
Expensive in Cal. 
oe oe eran 
SAN FRANCISCO, June 4— 
Driving with an arm around 
the driver’s woman friend, or 
with the w.f. on the driver’s 
lap is punishable by fine of not 
less than $5, and if “an aggra- 
vated case,” with imprisonment 
in jail, under a section just 
added to the state motor vehi- 
cle law. 











207,690 on GM Payroll 
NEW YORK, May 31—General Mo- 
tors Corp. employment figures reached 
a new high level during April, which 
closed with a list of 207,690 individuals 
on the payroll. 





Bjork in Hartford Territory 
HARTFORD, CONN., May 31—E. P. 
Bjork, factory representative of the 
Chevrolet Motor Co., has been trans- 
ferred to the Hartford territory and will 
make his headquarters here. 


Brogan Has Van Dorn Acct. 

TOWSON, MD., June 1—The Van 
Dorn Electric Tool Co., Cleveland, Ohio, 
announces that after July 1 G. W. 


Brogan, Inc., of this city, will handle 
their advertising account. 





Forms Ninth Credit Group 


NEW YORK, June 2—The Motor and 
Accessory Manufacturers Association 
last week organized in the Chicago dis- 
trict its ninth credit group among the 
manufacturers selling through jobbers. 


Fickett With Trenton Firm 
ATLANTA, GA., June 2—A. W. 
Fickett, 298 Ivy St. N. E., has been 
appointed Southeastern sales repre- 
sentative for the Trenton Auto Radiator 
Works, Trenton, N. J. 
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a we have something good that comes under the head of management, and a 
political observation so shrewd that we’re just itching to pass it on to you. So, 
reneging on our customary practice of “vamping till ready,’ we'll pitch right in. 


The management stuff comes first and came to the console by a slightly 
devious route. It was originally published in the Salesmen’s Manual issued by 
the Stewart-Warner Co., was picked up by Happy Van Club News, house organ 
of the L. H. Gilmer Co., Philadelphia, and is now about to be plucked by your 
favorite organist. It is entitled the “Ten Demandments,” signed by “The Boss.” 
The entire decalogue is nifty but we’ve space for only half of them. Witnesseth: 


“Don’t lie! It wastes your time and mine. I’m sure to catch you in the end, 
and that’s the wrong end. 


“Dishonesty is never an accident. Good men, like good women, can 
recognize temptation when they meet it. 


“Give me more than I expect, and I'll give you more than you expect. I can 
afford to increase your pay if you increase my profits. 

“Don’t knock the other fellow’s product. He’s earning his living the same 
way you are—and, besides, I’m not interested in having you make sales for him. 


“Don’t kick if I kick. If yowre worth while correcting, you’re worth 
while keeping. I don’t waste time cutting specks out of bad apples.” 


The Peerless Co-operator enables us to supplement the fourth demandment, to 
wit: “The knocking salesman seldom gets far. Usually the knocker is one who can 
think of nothing good to say about his own product.” 


One for your joke book. Credit The Broadcaster of McQuay-Norris: 

“You probably don’t remember me,’’ began the self-made man prondly, “but twenty 
years ago when I was a poor humble boy, you gave me a message to carry.”’ 

“Yes, yes,’’ cried the busy man, ‘“‘where’s the answer ?’’ 


Dealers, distributors and others of the trade are in business, and being in business 
have or should have for their own welfare, a particular, casua! or otherwise interest 
in politics. For this reason we think you'll be interested in this perspicacious socio- 
psycho-political observation culled from the Timken Magazine: 


“The citizens of Chicago are now rejoicing that good government has won 
a victory at the polls. But, so many political machines have been smashed and 
later recovered that one is skeptical. 


“In practically every election, unless some great issue is at stake, about 
30 per cent of the voters go to the polls. The ‘Gang’ rides into power and 
stays in power until there is such a revulsion in public feeling that it brings 
out 80 or 90 per cent of the voters, and the machine is beaten—once. 


“The average citizen is not dependent upon politics for his bread and 
butter, but the professional politician is. The former neglects to vote, unless 
he is with the ‘Gang.’ The latter is active 365 days in the year, and he accepts 
defeat philosophically, for he knows there will be another day and another 
election. Excitement will die down and indignation abate. All he needs to do 
is to circulate among the faithful and have patience. 


“Election day comes; there is no graft to fight, no horrible conditions 
to expose and the faithful 30 per cent go to the polls and elect the ‘Gang’ 
again. 

“It’s usually pretty hard for an amateur to beat a professional.” 


A sales and service station without a clean, well-trimmed show window alwavs 
reminds me of a man with a hole in the seat of his pants. It attracts attention—of a 
sort—but who wants that kind of attention?—T-N Parts. 


Motor Age 


Roads Will Solve 
Traffic Problem 


Jordan Says Main Arteries of 
Travel Are Greatest 
Need 


CLEVELAND, June 2—Workhouse 
sentences and reduction of driving 
speed will not solve the traffic problem, 
according to Edward S. Jordan, presi- 
dent of the Jordan Motor Car Co. More 
and wider streets, amply safeguarded 
by traffic signals, must be provided and 
higher speeds permitted. 

“We are adding several million cars 
a year to our already large car popu- 
lation,” says Jordan, “and the growth 
of population and the volume of 
business in our cities will be in direct 
ratio to the amount of space provided 
for the movement of motor car traffic.” 

According to Jordan, no po:iceman or 
traffic system will be able to handle the 
traffic that is coming unless we do 
something about our main arteries of 
travel. 


Brunner Adds Air Scales 


BUFFALO, June 1—Brunner Mfg. 
Co. has added the air scales formerly 
marketed by the Air Scale Co., Toledo, 
to its line. 


Celoron Adds Floor Space 
BRIDGEPORT, PA., June 3—The 
Celoron Co. is completing a new build- 
ing which will provide 19,800 ft. of ad- 
ditional floor space. 














Cooper Corp. Moves Offices 

CINCINNATI, May 31—General off- 
ces of the Cooper Corp. in Cincinnati 
will be closed July 1 and moved to 
Findlay, where the company’s tire fac- 
tory is located. The battery factory in 
Madisonville will be maintained. The 
factory and office in Findlay will be in 
charge of J. F. Schaefer. 





Seiberling Has Atlanta Stock 

KNOXVILLE, TENN., June 4—The 
Seiberling Rubber Co. has just opened 
a large warehouse here. 





Breaks Production Record 
ST. LOUIS, June 1—The St. Louis 
Chevrolet plant broke a production rec- 
ord for the period Jan. 1 to June 1, 
turning out more than 123,000 passen- 
ger cars and trucks. 


Truck Makers to Hear Taft 

NEW YORK, June 3—The truck di- 
vision of the National Automobile 
Chamber of Commerce will meet June 
7. William N. Taft, editor of the Re- 
tail Ledger of Philadelphia, will ad- 
dress the meeting. 








New Kissel Distributor 
SAN FRANCISCO, June 2—W. E. 
Torello has been appointed distributor 
for Kissel in this territory. 
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Odd Cent Sale Is 
Trade-In Mover 


Dealer Tries Department Store 
Plan Successfully; Iwo 
for One Next 


WICHITA FALLS, TEX., May 23— 
“Price ’em as department stores do in 
bargain sale ads. Advertise ’em at odd 
cent prices and move ’em.” 

That was the plan of the Fritz Motor 
Co. of this city with reference to dis- 
posing of a heavy used car stock in 
a hurry. It worked. The bargains not 
only moved, but they served as “lead- 
ers” and helped to move other used cars. 

The company had a good many used 
cars it did not care to recondition. It 
divided these into two classes and 
marked those in the first class at $49.59. 
In the other class the cars were marked 
$89.59. They’ll try a “Two for One,” 
next. 





Income Tax Ruling 
WASHINGTON, May 31—Motorists 
sustaining losses by reason of collision 
occasioned through faulty driving, not 
the result of a positive act of negli- 
gence, or caused by faulty driving of 
another automobile, may deduct such 

losses from income tax returns. 





Auto Salvage Co. Expands 

LANSING, June 3—The Auto Sal- 
vage Co.; has leased additional land 
from railroad companies to enlarge its 


yard. A new parts warehouse has been 
recently built. 





Taxi-Men Hold Meeting 

NEW YORK, June 4—Taxicab driv- 
ers in New York at a mass meeting 
held last night adopted a petition call- 
ing on the mayor and board of alder- 
men to modify police supervision. The 
forbidding of hack driving at night by 
persons otherwise employed during the 
day was also requested. 





Looks for Rubber Scarcity 
NEW YORK, June 2—Scarcity in 
crude rubber during the next few 
months is entirely probable, in the opin- 
ion of F. R. Henderson Corp. London 
stocks continue to diminish, the total 


at the end of May 18 being reduced to 
48,705 tons. 





Stearns-Knight Distributor 
OAKLAND, CALIF., May 31—The 
Forman Motor Co., has been appointed 
Stearns-Knight distributor for the 
mainland side of San Francisco Bay. 





Wants Speed Limit Lifted 
LOS ANGELES, June 3—A proposal 
to lift the speed limit entirely in the 


State of California, is under considera- 
tion. 





Standardized Oil Containers 
WASHINGTON, May 31—Clear, un- 
colored glass was recommended for bot- 
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New Falcon Flier 





2 . 
. 


aa 





U/] NUSUALLY smart lines characterize the new Falcon-Knight Gray 
Ghost speedster which has just been announced by the Falcon Motors Corp. 
A collapsible waterproof top is provided over the rumble seat 














tles for sale of lubricating oil in spec- 
ifications submitted to the National 
Conference on Weights and Measures. 
Each bottle, it was suggested, should 
have its capacity permanently marked 
on its side. 





Auto Loading Co. Earnings 


Evans Auto Loading Co. reports 
earnings for the first four months of 
the current year as $296,000, compared 
with $233,054 for the same period in 
1927. 





Fit for a Queen 

NEW YORK, May 31—Packard Mo- 
tor Car Co. has recently shipped abroad 
for Queen Victoria of Spain a custom 
eight sedan, painted a dark blue and 
trimmed in yellow and red, the Spanish 
colors. The coat of arms of the Span- 
ish royal family is painted on the side. 
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“Hail to the Chief, who in triumph advances.--Scoff. 
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Hendee maeiciiicn Co. 
SPRINGFIELD, MASS. < 
FRANK P. ILLSLEY, 1421 Michigan Avenue, 
Agent for Chicago and Vicinity. . 
ee 


Another Old one 
From Motor AGE 22 years ago this 
week—still going strong 











Jordan P. A. Deal 
Is Not Concluded 


Car Makers With Two Others 
Rumored Planning Big 
Merger 


BUFFALO, May 31—Directors of 
Pierce-Arrow Motor Car Co. met this 
week to discuss negotiations with that 
company for a merger with Jordan Mo- 
tor Car Co. Following the meeting 
Myron Forbes, president of Pierce- 
Arrow, said no definite conclusion had 
been reached and that the negotiations 
would continue. 

It is reported that two large equip- 
ment manufacturers are participating 
in the negotiations, but while the rumor 
is apparently well founded no state- 
ments have been made by Pierce-Ar- 
row or Jordan officials. 


Godfrey P. & D. Sales Head 

NEW YORK, May 31—P. & D. Mfg. 
Co. of Long Island City, makers of elec- 
trical and ignition replacement parts, 
have appointed I. W. Godfrey as sales 
manager. Mr. Godfrey was attached 
to the field force of Gilfillan Brothers 
for eight years and more recently 
headed Guaranteed Parts Co. 








Announce Sport Biplane 
SAN FRANCISCO, June 4—The 
Boeing Airplane Co. of Seattle, an- 
nounces development of a new sport bi- 
plane, to sell with all equipment, at 
$7,500 f.o.b. Seattle. 





Want Georgia Bus Control 





tion is made by the Georgia Public 
Service Commission in its annual re- 
port to the Governor that at the next 
session of the state legislative body, 
scheduled for the summer of 1929, ade- 
quate legislation be enacted controll- 
ing motor bus transportation over the 
highways of Georgia. 
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New Records for 
Automobile Firms 


May Proves Excellent Month 
for Many; June Looks 


Good 


DETROIT, June 2—Production fig- 
ures released by various motor car 
builders indicate that May output was 
substantially ahead of the correspond- 
ing month of last year and predictions 
are that June will also show a big in- 
crease. 


O K Sparks-Withington Plan 

NEW YORK, June 4—Sparks-With- 
ington Co. stockholders have approved 
of the plan of recapitalization which 
includes refunding of $184,300 of 7 per 
cent preferred stock, issuance of $1,000,- 
000 of 6 per cent cumulative preferred 
and an increase in authorized common 
stock from 200,000 shares to 400,000. 











Celebrates Opening 
OKLAHOMA CITY, June 4—More 
than 100 distributors and employees of 
the Packard Eisle Motor Co. celebrated 
the opening of the firm’s new building 
here recently. 


Safe-T-Stat-Nagel Merger 
NEW YORK, June 5—Safe-T-Stat 
Co. has merged with the W. G. Nagel 
Electric Co., Toledo, Ohio, and here- 
after manufacturing and sales will be 
from the Toledo office. 


Duffield Adds Space 
DES MOINES, IOWA, June 2—The 
Duffield Motor Co. distributor for 
Willys-Knight in 33 counties in the 
central Iowa zone, has taken leases on 
two prominent downtown locations. 











Italia Plant Sold 
WASHINGTON, June 4—The sale of 
the Italia Automobile Plant, at Lira 
35,000,000, is reported to the automo- 
tive division of the U. S. Department of 
Commerce. 


Blumenthal Names 320 
CHICAGO, June 1—Appointment of 
320 new dealers in Gabriel snubbers is 
announced by Edw. A. Blumenthal, 
local Gabriel distributor. 








Reo Quarterly Dividend 
Reo Motor Car Co. has declared the 
regular quarterly dividend of 20 cents 
payable July 2 to stockholders of record 
June 11. 





Wilson Heads Department 
SEATTLE, June 4—Ballou & Wright, 
jobber, has appointed Arthur Wilson 
manager of the trimmers’ supplies and 
body builders’ hardware department. 





King-Godfrey Takes Whippet 
OKLAHOMA CITY, June 2—The 
King-Godfrey Co. has taken over the 
Willys-Knight-Whippet agency. 





Motor Age 





By Sherman Swift 


H°* good is a slogan? The writer recently spent a most interesting evening, the 
main feature of which was an impromptu game of “slogans” and the student of 
advertising who wishes to combine an hour of fun with a bit of research work can 
profitably stage a similar contest. It all started when one of the guests requested a 
second cup of coffee. “Another cup of this delicious coffee,” she said. “It’s certainly 
‘good to the last drop.’ ” 


The hostess smiled. “It doesn’t happen to be that kind of coffee,” she laughed 
“this is Maxwell House, ‘the steel-cut coffee.’ ”’ 


“But isn’t that the slogan employed by the maker of George Washington coffee?” 
asked another guest. 


“There’s no such thing as ‘George Washington’ coffee,” said the young man of the 
family who was learning the exporting business. “It’s ‘G. Washington’ coffee. And 
that isn’t the right slogan.” 


At this juncture someone proposed the game of slogans, and the hour that followed 
might with benefit have been attended by all sloganeers who believe that it pays to 
spend money in popularizing slogans that mention neither the name of the product nor 
that of the maker. 


Armed with a formidable pile of magazines the host announced that the first slogan 
given would be “A Skin You Love to Touch.” The guesses ranged all the way from 
Palm Olive Soap to Hind’s Honey and Almond Cream. One rather elderly tax-payer 
guessed “Welcome Soap.” Everybody thanked him. “He’s not very good at remember- 
ing things like that,” apologized his wife. “He rather liked the looks of that tire that 
shows the little girl about to go to bed and went down town to buy a set. When he 
got home with them, they weren’t the ‘time to retire’ brand at all. He knew the slogan 
but he got the manufacturer confused and, as a result, Mr. Goodrich reaped the benefit 
of Mr. Firestone’s advertising. Or is it somebody else?” 


The next slogan was, “Smiles at Miles.” 


“lll guess some kind of oil,” said a 
librarian, “either that or a tire.” 


“You haven’t read the whole of it,” objected the college girl. ‘“ ‘Lotta Miles Smiles 
at Miles,’ is the way I remember it.” No one was sure of this one, although Kelly- 
Springfield led with three votes. 


And so it went. “Works While You Sleep” was credited to Big Ben, Old Dutch 
Cleanser and for some unknown reason to Castoria. Anderson’s gingham was thought 
to be the owner of “Look for the name in the selvage” and “They Satisfy,” to refer 
to Peter Schuyler cigars. “Hammer the Hammer” was said by one man to refer to 
“that hammer with the red handle.” “The Taste Lingers,” puzzled everybody. One 
was sure that this slogan tied up with Coca Cola. Another was equally certain that 
it referred to a popular brand of candy. “Not a Cough in a Car Load,” was Lucky 
Strikes, “because they’re always talking about how they don’t hurt your throat, only 
I thought it was ‘Cart Load,’ ” said the Librarian. “The Heat Is There, Why Not Use 
It?” was quite generally recognized as referring to a car heater but no one was able to 
remember the name. “Eventually—Why Not Now?” proved to be a surprise, only three 
being sure of the name of the product. 


Many well-known slogans were utterly unfamiliar to the gathering, despite the 
large amounts that have been spent in popularizing them. 


If this seems strange to the man who is closely associated with advertising let him 
try to identify a few of the following: For example, “Best in the Long Run,” “Look 
at Your Shoes,” “Made to Stand the Gaff,’ “Look for the Name in the Selvage,” 
“Wherever a Shaft Turns,’ “Brand New—True Blue,” “Standard of the World.” 
This partial list alone represents an expenditure of hundreds of thousands of dollars and 
who of my readers can identify three of the entire lot? If they can’t recognize them, 
how about the general public? 


Without commenting on the reasoning process incidental to the expenditure of 
large sums of money to popularize slogans of this kind that do not contain the trade 
name of product or maker let us compare them with the following. One of the oldest 
that occurs to mind is, “Soapine Did It.” No trouble to identify the product in this 
slogan. What did it? Soapine! MHere’s another. “I’d Walk a Mile for a Camel:” 
not a Home Run or a Sweet Caporal—but a Camel. The trade-name is a part of the 
slogan. “Goodyear Means Good Wear” would never sell anything but Goodyear tires 


and it would be hard indeed to mistake the meaning of “When Better Cars Are Built 
Buick Will Build Them.” 


Every cent spent in popularizing slogans of this kind has definite advertising value. 
That being so, why spend 


Use them once or a million times; they always register. 
your money otherwise? 





—_— 











Jui 





tor 

spo 
cha 
car 
wit 
and 
equ 
win 
run 


Hoi 
Mil 
bod 
ete, 


Co. 


x 
nay 
Mot 
Sat 
two 
and 
pan 
fro) 
of : 

















June 7, 1928 


wo Sie 


—and Pete Was Out 





em 


oa 


_ Sliding 


17 





A T least that’s the way they'd say it in base-ballese. The crash responsible for the above, which occurred previous to the 
big Indianapolis race, put Pete DePaolo in the hospital where AP’ still is. The plucky little Italian will be there for some 


time, but he’s already planning for future races. 


Here’s wishing you the best of luck, Pete 





Durant Four Sport 

NEW YORK, May 31—Durant Mo- 
tor Co. of New Jersey is offering a 
sport roadster on its four-cylinder 
chassis at $595 f.o.b. Lansing. This 
car is available in ebony black set off 
with orange beading, in desert sand 
and in canary yellow. Each car is 
equipped with natural wood wheels, 
windshield wings, and neatly trimmed 
rumble seat. 





Two in Consolidation 
MILWAUKEE, June 4—The Hydro- 
Hoist Co., a subsidiary of the Heil Co., 
Milwaukee, manufacturer of steel dump 
bodies for motor trucks, tank bodies, 
etc., has been consolidated with the Heil 
Co. by an exchange of stock. 





Big Buenos Aires Highway 

NEW YORK, June 1—A. M. deTon- 
nay, managing editor of General 
Motors Argentina, S. A., who sailed 
Saturday on the S.S. Vauban after a 
two months’ visit to the United States 
and Europe on business for his com- 
pany, told of a projected super-highway 
from Buenos Aires to Rosario at a cost 
of about 15,000,000 pesos. 





Chicago Firms Consolidate 
CHICAGO, June 2—H. Channon Co. 
and the Machinists Supply Co. announce 


their consolidation as of June 1. The 
business hereafter will be conducted in 
the name of the H. Channon Co. . 


Cash Down—a Well 


ST. LOUIS, June 4—The following 
story comes to the Gardner factory 
from the Garland Automobile Co., a 
New Jersey Gardner distributor: 

A salesman for the Garland company 
had a prospect living in a rural district 
who finally allowed as how he would 
buy a Gardner sedan. After signing 
the order at his home the prospect went 
to a well in his yard, drew up a bucket 
containing a metal box and handed the 
salesman a $500 bill. 

Later in the day the salesman de- 
livered the sedan. A second trip to the 
well was made and $2,000 additional in 
“cool cash” in five and 10-dollar bills 
was handed to the salesman. 








C. I. T. Opens Raleigh Office 


NEW YORK, June 2—Commercial In- 
vestment Trust Corp. has opened a 
branch office in Raleigh, N. C., to give 
finance service to automobile dealers in 
the surrounding territory. 

Following the C.I1.T. policy, this 
branch will buy its own contracts, give 
its checks to the dealers, make its own 
eredit investigations and collect the 
accounts in its territory. 


Gardner Sales Increase 
ST. LOUIS, June 2—Good sales 
gains in 24 of 26 distributing points 
visited were reported by Fred H. Ren- 
gers, general sales manager:for the 
Gardner Motor Co., upon his return fol- 
lowing a month’s tour of the Eastern 

and part of the Southern territory. 





Torello Kissel Distributor 
HARTFORD, WIS., June 1—E. W. 
Torello, for many years actively en- 
gaged in merchandising automobiles on 
the Pacific Coast, has been appointed 
northern California distributor for 
Kissel. 





Heads Franklin-Adamson Co. 

DES MOINES, IOWA, May 31— 
Harry N. Adamson is president of the 
newly organized Franklin-Adamson 
Co., which has succeeded John Beller as 
Franklin distributor in the central Iowa 
territory. James Hallet is vice-pres- 
ident and Gladys Joyce, secretary- 
treasurer of the company. 





Earl T. Bain Advanced 
SEATTLE, June 2—Earl T. Bain, 
salesman with the Seattle branch of the 
Chanslor & Lyon Co., has been advanced 
to the sales managership of the south- 
ern Seattle territory. He is well known 
throughout the trade in this section. 





Motor Age 


Gas, Oil and Hot Dogs—Drive In 


“Your dog-catcher requests the 
readers of MOTOR AGE to send in 
wise-cracks and smart sayings. 
The following may not be down to 
the standard you desire. However, 
here it is: I was demonstrating a 
cigar lighter to a customer and 


wound up by saying, ‘It is almost ~ 


a necessity for night driving be- 
cause if you light a match it blinds 
you temporarily.’ ‘That’s right,’ 
said the prospect, ‘and it makes it 
so you can’t see, either.’ ”—O. L. 
Steensland, Lincoln, Ford and 
Fordson Sales and Service, Lake 
Andes, S. D.—P. S.: He bought the 
lighter. 
a 


Todd Stoops is not what you 
think. The gentleman was a mem- 
ber of the Indianapolis Committee 
for the race. 

= 


And Browning Gent is not a 
man acquiring a beach tan. He 
is a representative of the Ford 
Motor Co., who served on the In- 





Chilton Class Journal Co. 
56th and Chestnut Sts. 
Philadelphia, Pa. 


Gentlemen: 


It was my good fortune 
to win the Lap Prize which 
you so kindly donated for 
Lap No. 6, in the 500-mile 
race at Indianapolis. 

I want to thank you very 
sincerely for this prize and 
to extend to you my very 
best wishes. 

Cordially, 
Leon Duray. 











dianapolis Chamber , 
Dinner Committee on Race Day. 


In a recent game in the Cleve- 
land Auto League, Peerless Mo- 
tor defeated Motor Rim by a score 
of 81 to 9. Peerless had 63 hits. 
The game was ecalled in the sev- 


enth inning on account of dark- 
ness. Come again boys. 
7 


Under the heading, “Twenty- 
nine Lindberghs,” in the official 
program, Homer McKee had this 
to say about the drivers in the In- 
dianapolis race: “Kids. Just kids. 
Nothing but kids. Fuzz on their 
faces. Fear in their hearts, but 
OUT THERE JUST THE SAME. 
Fred Duesenberg and Harry Miller 
can build the cars all right, but it 
takes the Lord God Almighty to 
build the BOYS to DRIVE ’em.” 


e 


Bob Allen, whose sales achieve- 
ments in Cleveland earned him a 
trip to the Indianapolis race as a 
guest of the Marmon factory, must 
have had a bet on Louie Meyer. 
He came home looking like the 
Prince of Wales in a swanky new 
London topcoat. <A _ peek in his 
new bag revealed set after set of 
pashy silk undies. 








| manager. 
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reply. 
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John Cleary Says— 


“To our three lines of New Century cars,” 


Kipling described as “ 


At the Hupmobile factory in Detroit, the other day, 1 was satisfying 
my curiosity during a visit with Rufus §S. Cole, general sales 


“To what do you attribute the present success of Hupmobile?” 


“But surely there must be some individual at the factory to whom 
you give credit?” 


“There,most certainly 1s, 


The trade 1s indebted to Mr. Cole for this new conception of what 
the everlastin’ teamwork of every bloomin’ 


was his not unexpected 


" answered Mr. Cole. “You will find him 
in every department throughout our plant, and always working. 
His last name is ‘Co-Operation. His first name 1s the first name 
of every employee on our payroll.” 
Mr. Cole added that the activities of Tom, Dick and Harry Co- 
Operation were not confined to the factory, but extended to the 
establishments of all the dealers who had a clear view of the fac- 




































June 7, 1928 . 


| Ou Where 
eC West 


19 






Through the Bad Rock canyon 
of the Rockies in Montana many 
Glacier National Park motor 
tourists wend their way. The 
photo at left shows the first 
refreshment stand opened in the 
wilds of this section — out 
where the West begins. The 
storekeeper uses a moun- 
tain stream in the rear 
as a refrigerator for 
soft drinks—we said 
soft drinks 
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Denmark’s champion female athletes (upper left), entered in 
the forthcoming Olympic games at Amsterdam, proved their 
versatility the other day when they assembled a Chevrolet 
from the ground up. Left to right the champ mechanics are: 
Miss Else Jacobson, world’s champion woman breast stroke 
swimmer; Mrs. Doctor Ellen Osieer, world’s champion woman 
fencer, and Miss Agnete Olsen, Scandinavia’s fastest swimmer 
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The view above looks to be one of a used-car 
lot. It isn’t. It’s a cut-back to the old days 
when women wore skirts and Brighton Beach 
was a mecca for automobile racing 
enthusiasts. Do your own remi- 
niscing, if you care to 


























Loading St. Louis manufactured automobiles at the municipal 

dock for domestic and foreign shipment. View shows consign- 

- ment of 51 cars made by Gardner Motor Co., Inc., destined 

for Memphis, New Orleans and thence by Panama Canal to 

California. A few crated cars not in the illustration are 
destined for foreign climes 
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‘Demands of the Female of the Species 
Provide Much of the Inspiration 
for the Progress Made in 
«Modern —Dlaintenance 


‘Practice 


By Louise C. Wetzel 


OT so many years ago the garage and the 
repair shop were man’s domain. But so 
were the barber shops, the smoking rooms 
and the burlesque. How times have changed! 

Woman may not yet have come into her own, but she’s 

beginning to arrive. Her influence is no longer by male 

proxy. No, the cigar ads are not as yet created to 
catch the feminine eye, but witness the trend in cigar- 
ettes. And count the bachelor-girls in the bald-headed 
row. : 

Man at his best, and worst, is a comfortable, peace- 
loving animal. A repair job may not just come up to 
his hopes and expectations, but a part of the things 
he wanted done have been done and the old bus is 
good for another couple of months. He is willing to 
pay the bill and suppress a growl, to depart in peace. 
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. Motor Age 


-A Womans Slant on 
the Service Plant 





Apathetically he watches Tom, Dick or Harry swab off 
the steering wheel with a bit of waste that has done 
like duty to other steering wheels and innumerable 
greasy hands. He makes a mental note of new spots 
upon the upholstery that he will some time have cleaned 
off, and a mental reservation that he will speak to the 
boss of Tom, Dick or Harry about said spots upon the 
first favorable opportunity. 

But woe unto the mechanic, and the boss of the 
mechanic, and the boss of the mechanic’s boss, who 
turns out a greasy steering wheel to be grasped in the 
dainty white-gloved hands of a lady driver. And sup- 
pose, as has occurred, the grease comes oozing up from 
the steering column and drops upon milady’s favorite 
coat, or silk-clad limb. Does the lady think what honest 
folks these are, and what a quantity of grease they 
have given her for her money? No amount of apolo- 
gies, or number of prepaid cleaning bills will ever com- 
pletely eradicate that first nervous revulsion and feel- 
ing of horror she has experienced when her white gloves 
touched that steering wheel, and she saw the grease 














Cleanliness is as 

close to profitable- 

ness in a shop as it 

is to godliness in 

the well-known 
adage 


Contrast the views above and 
at left and we'll give you one 
guess as to which milady will 
choose 


stains spreading upon her chic 
coat. 

Women have no mechanical 
ability. Granted—with reservations. 
Neither have a great many men. That 
does not bar them from owning and oper- 


ating a car—and taking that car to a service 
station for the correction of necessary and imagin- 
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ary ills. They may not have torn apart the family 
alarm clock in infancy to find what made the wheels go 
around. Thus they are not qualified to tell the mechanic 
what ails the car, what they want done to it, and stand 
Over him to see it is done their way. (Breathes the 
mechanic, “Thank God!”) but being possessed of ordi- 
nary intelligence, though women, they do know whether 
or not the car is running more smoothly, less smoothly 
or just the same after its servicing. Realizing the limita- 
tions of their mechanical knowledge, they do not get out 
at the first hill and “adjust” the carburetor, then return 
the car to the service station because it simply won’t 
pull the slightest grade. 








The service shop that wants to keep its feminine trade 
will not neglect to have its service salesmen make the 
first impression a neat one 


Any obliging service -2-nager will promise a lady her 
car when she wants it—oh, yes, anything to please the 


ladies. Of course, if a busy business man brings in his 
car a few moments later, or decides he must have it 
sooner than first decision, well, surely any good service 
man can explain that to the little lady. Of course, the 
b.b. man’s urge may be a board of directors’ meeting, a 
game of golf, or a blonde chorus girl. However, he, be- 
longing tv the sex which has always been lord of the 
universe, the incentive must be greater. 

But doomed is the business based upon such premises 
and uneasy rests the head that concocts such ideals. 
Man may be the money maker, but woman has more 
than one finger in finances. | 

If a car has been promised at 2 o’clock to a lady who 
wants to keep a 3 o’clock engagement, she does not 
want that car at 4 o’clock—or next week. The engage- 
ment may be a game of bridge. Try to explain to the 
plodding mechanic that that engagement to her is just 
as important as the directors’ meeting to the b.b.m. Be- 
cause it is so to her, it is so. And that on the keeping 
to the letter of a promise made to the lady depends that 
lady’s confidence in the reliability of the firm, and good- 
will is never entered on the debit side. 

Comes to the front the diplomat, the service manager. 
If the lady’s car is not ready, certainly she must have 
a car. Not only will he furnish her a car but a driver. 
He pats himself upon the back, how could any lady re- 
sist such cooperation as that? Fair? Yes. Fair 
enough? No. The lady wants to drive her own car, 
herself. She has been to a great deal of expense buying 
that car. She stands ready to meet the expense of the 
service charge. But the promise was given, and she 

(Turn to page 38, please) 
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The man in business who ignores the prospect card and relies solely on his memory or hastily 
scribbled notations on the back of envelopes will find in time that he leaned on frail reeds 
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Business Prospects 


By (Criminally Neglecting to Install a Prospect-(ard System or 
Realize cAll the ‘Profitable Benefits That May 
Be ‘Derived From One? 


By George T. Hook 


HETHER you are a Republican, a Democrat 
or a vegetarian there is a point that can be 
applied to your business in Secretary of the 
Treasury Andrew W. Mellon’s statement that 
“the national ills can not be cured by magic formulas, 
but by the application of conservative and well-tried 
“nrinciples.””’ Translated into the lingo of the hour it 
means “hocus-pocus is the hooey; it’s the old stuff that 
wins.” 

However, Mr. Mellon is not at all original in his 
opinion. Neither is he alone in holding it. But it does 
lend some weight to a belief when a man possessing 
Mr. Mellon’s qualifications, backed by his impressive 
list of achievements, steps up on the soap-box and de- 
clares himself for the “old stuff.” 

Now, while the esteemed Pittsburgh financier did not 
have this particular malady in mind, one of our most 
epidemic automotive national ills is the failure of deal- 
ers to utilize the products of successful experience to 
further their own ends. Selling is the afflicted function 
in point. 

It would be marvelous if hocus-pocus could be prac- 
ticed in selling. Salesmanship then would consist of 








nothing more difficult than handing the prospective cus- 
tomer a philtre disguised as a harmless, breath-sweeten- 
ing lozenge and then passing before his love-blinded 
eyes whatever you have to sell. Unfortunately love- 
potions are the private property of burlesque comedians 
in their amorous quest of buxom soubrettes who have 
“it.” Magic formulas are as impossible of application 
in selling as departures from the tried-tested-and-found- 
valuable principles are likely to prove disastrous. 

You may well ask, “Since this is so, can it be that 
the so-called old stuff isn’t being made use of by men 
in the business?” To ask the question is to court a 
vehement “Even so!” And to ask “Why?” is to pro- 
pound a query which we can answer only by assuming 
an attitude denoting complete perplexity and uttering 
a mournful “Heaven only knows.” 

The awful fact is that many dealers, for their own 
reasons, give some of the old stuff—the good stuff—the 
same wide berth they would give a last year’s omelet. 
In this class falls the prospect-card system, a system 
so effective and efficient in its chronicling of selling 
effort and care of the important follow-up, that there 
are many successful dealers who dare not contemplate 
what would happen to their organization if 
they were suddenly deprived of it. This sys- 
tem is nothing new, but it certainly is neg- 
lected, and in two ways: by the dealer who 
refuses to recognize its value in his business, 
and the dealer who uses it but fails to avail 
himself of all its advantages. 

Assuming that you possess the average 
amount of skepticism, you will need to be 
clubbed into a receptive mood with reasons 
that show why the prospect-card system 
should be used. So prepare yourself for a 
count of eight. 

First, the prospect card is the initial step 
in the systematizing of your selling. 

Second, it furnishes all the essential per- 
sonal information regarding the prospect. 

Third, reference to it enables the salesman 
to start working on the prospect where he 
left off on his last previous call. 

Fourth, it gives him the information that 
enables him to avoid needless repetition of 
selling talk and to stress the points in which 
the prospect has evinced an interest. 

Fifth, it reveals at a glance all the results 
of calls already made. 

Sixth, it shows the letters and literature 
sent, so that there may be no duplication. 
(Turn to page 34, please) 





Resale of Vehicles Disposed 


of as Junk 1s Preventable in 
Most States. Some Have 
Laws Forbidding the Prac- 
tice, While in Other 
Instances Dealers Can 
Protect Themselves 
Against the Trade-In 
“Bad Pennies’ by 
Writing “Sold as 
Junk” Across Title 
Certificate or Bill 
of Sale 


By JOHN (LEARY 


HEN an automobile dealer sells an old cluck 

to a junk yard, bidding it a pleased farewell, 

only to have it turn up in a few weeks as a 

trade-in on a new car, that’s the height of 
something or other. A junk yard is not always a ceme- 
tery. It is all very well for a dealer to imagine fondly 
that the entrance of an almost worthless crock into a 
junk yard means its permanent exit from the road and 
from the channels of trade. But, unless there is some- 
thing to prevent it, owners of junk yards cannot be 
blamed if they construe the dictionary definition of 
junk literally as “cast off material of any sort that can 
be put to some use,’ and dispose of the junked car at a 
profit. They are business men. 

But it is the automobile dealer—also a business man 
—who pays and pays and pays. He is the sole sufferer 
from the transaction. He may be forced to trade in an 
unmerchantable used car in order to make a necessary 
new car sale. Or, if the piece of junk is put into service 
by its new owner, the dealer is deprived of a used car 
sale. 

This is all wrong—something ought to be done—they 
ought to pass a law. 

To find out just how to right the situation, what to 
do, and whether any laws had been passed, the Chilton 
Class Journal Co., publishers of MoTorR AGE, made an 
inquiry into the legal aspects of junking. Three ques- 
tions were embodied in the inquiry :— 

1. Is it legal for an automobile dealer to withhold 
the bill of sale or certificate of title when dispos- 
ing of an automobile to a junk yard? 

2. Is it legal for an automobile dealer to write 
“sold for junk” across the face of the bill of sale 
or certificate of title accompanying an automobile 
sold to a junk yard? 

3. Is it legally permissible to make any use of the 
bill of sale or certificate of title to assure that a car 
sold for junk will actually be junked and not resold 
as a used car? 
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Here is the opinion of Wellington Gustin, Legal Edi- 
tor of MOTOR AGE: 

“There are no laws against withholding the bill of 
sale or certificate of title when selling a car to be junked, 


if the parties so agree. Some states require the trans- 
fer of a car to be done as prescribed by statute. Any 
other manner is void in these states. In selling a car to 
be junked I can see no reason to follow the statute 
where it intends to supervise sales or transfers of cars 
to be used again on the highways of the state. In sell- 
ing a car:a defect of title affects only the purchaser ; 
so, where the purchaser of a car to be junked runs into 
difficulties by its operation on the highways, the seller 
is aided in his limitation of the sale as junk. The seller 
should sell the car as junk—not as an automobile re- 
quiring transfer of license and registration. 

“T know of no objection to the dealer or seller of an 
automobile marking ‘sold as junk’ across the face of the 
bill of sale or certificate of title in disposing of a car to 
a junk yard. There should be no-transfer of registra- 
tion, as there should be no occasion for reuse. - 

“T know of no objection to make any use of Dill of 
sale or certificate of title to assure that the buyer will 
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abide by his agreement to ‘junk’ the purchased auto- 
mobile. 

“One is permitted to enter into whatever contract he 
desires so long as it does not violate a law of the state 
or is not against public policy, and perhaps other par- 


ticular limitations. Certainly, such a limitation in mak- 
Ing sale for junk does not violate the general laws. 

“A car sold to be junked, should be sold as junk and 
certainly should be so marked. This would tend to 
prevent frauds in resales. 

“Where a ear is sold with limitation of title, as by 
mortgage, conditional sale, etc., the terms of sale can 
be made a matter of public notice by recording. 

“Again, if sale for junk is made wherein the seller 
reduces his selling price by a provision that the buyer 
will use the car only as junk, then the seller would have 
a valid right of acting for damages against buyer, if 
car was resold for use, or used otherwise, for viola- 
tion of the agreement. 

“Ordinarily, of course, when one sells and passes 
complete title to an article, he has no further rights 


in a article, and may not limit the buyer’s use and 
rights. | 
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“It will be advan- 
tageous to sell such 
cars in question ‘as 
junk and for junk,’ 
which should take 
them out of the class 
of property regulated 
by state laws as ve- 
hicles of transporta- 
tion, and place them 
with ordinary prop- 
erty without special 
laws to govern their 
sale and use. 

“Perhaps the sell- 
er’s most effective 
remedy to see that a 
“ car sold is turned into 
ey junk is to refuse to 
| give the necessary 
papers to secure 
transfer of, or re- 
registration of title. 
Since he sells the car 
for junk and with a 
provision against its 
resale as a used car, 
or its reuse on the 
highways of the state, 
the buyer is powerless 
to force the seller to 
afterward give the 
papers necessary for transfer of reg- 
istration under which car might be 
used. 

“This is in addition to his possible 
action for damages, where agreement to. 
junk has secured a reduction of selling 
price.” 

Mr. Gustin’s opinion is not entirely shared by the 
other authorities who were consulted. Robert A. Bran- 
nigan, patents department manager, National Automo- 
bile Chamber of Commerce, said: 

“Of course, Mr. Gustin’s comments are in point, but 
presumably involve too much litigation and other usual 
ills. 

“What on earth is wrong with the following proposi- 
tion: When a dealer sells a car as junk, why not take 
a sledge hammer and do about two minutes’ work on the 
car, Smashing up the engine jacket, and then take a 
couple of swats at the rear end of the steering gear 
and I will guarantee the car will never get on the road.” 

C. A. Vane, general manager, National Automobile 
Dealers Association, offered the following comments: 

“T think it is not legal for an automobile dealer to 
withhold the bill of sale or certificate of title when dis- 
posing of an automobile to a junk yard. The bill of 
sale and certificate of title laws of the states of which 
I have knowledge require that a bill of sale or certificate 
of title, as the case may be, shall be given on every 
sale of a motor vehicle or a used motor vehicle. No 
exception is made in respect to vehicles sold to junk 
yards to be dismantled and scrapped. I am, therefore, 
of the opinion that a bill of sale or a certificate of title 
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must be given by the seller to the buyer in these in- 
stances. This can be done by an assignment of the 
bill of sale or the certificate of title in possession of the 
seller. 

“It is my opinion that the seller may legally write 
‘sold for junk’ across the face of a bill of sale or certifi- 
cate of title accompanying an automobile sold to a 
junk yard, and should do it. : 

“The intent and purpose of the motor vehicle bill of 
sale and certificate of title law of every state is to pro- 
tect the public from deceit, imposition and fraud in the 
selling and buying of motor vehicles. When an owner 
sells a motor vehicle to a junk yard or any person, to be 
dismantled and scrapped and accepts a junk or scrapped 
price for the property from the buyer, it is my opinion 
the seller in writing ‘sold for junk’ or ‘sold for scrap- 
ping’ across the face of the instrument used to transfer 
title, is not only strictly within his legal rights, but is 

carrying out the spirit, intention and purpose of the 
- motor vehicle law of his particular state, and that the 
buyer has no legal right to complain of his notation 
because he has suffered no legal wrong.” | 

This whole question of assuring that a car sold for 
junk will actually be junked and not resold has not re- 
ceived any great attention. The Motor Vehicle Confer- 
ence Committee, for instance, has never had occasion to 
make a study of the legal aspects of automobile salvage 
or junk yard operations, according to Russell Huffman, 
secretary. Some of the states have apparently given no 
thought to the subject in their automobile legislation. 
Following are the state opinions: 


LABAMA—“Certificates of title law repealed during 
1927 legislature.”—Berto H. Johnson, Director Traffic 
Division, Highway Department. 


RIZONA—“It is not legal under our highway code for 
dealer or seller to hold certificates of title covering mo- 
tor vehicle, but must surrender title to the purchaser. 
Should one furnish affidavit that the motor has been abso- 
lutely broken up in the junk yard, accompanying said affi- 


davit with bill of sale, then the vehicle is placed in posi-. 


tion where it is impossible to again secure title covering that 
particular motor. It is necessary that the bill of sale travel 
through the entire life of the vehicle as oftentimes the only 
identification in this department is the motor number. When 
a junk dealer sells a motor, the same must be accompanied 
with the certificate of title, or bill of sale, the former if the 
vehicle was registered in this state or any other state hav- 
ing similar law.”—E. M. Whitworth, Supt. Highway Dept. 


RKANSAS—“This state at this time does not have a 

title law, there is, therefore, nothing in our law regard- 
ing this matter.”—A. V. Denny, Supervisor Auto Division, 
State Lands, Highways and Improvements. 


ALIFORNIA—“‘When an automobile dealer sells an 

automobile to a junk yard it is his duty to furnish the 
buyer with the certificate of ownership covering the auto- 
mobile and to report the sale of the car to the Division of 
Motor Vehicles upon the form provided, which is called a 
dealer’s Report of Sales slip. 

“There is nothing in the Motor Vehicle Law of California 
allowing or preventing the notation ‘sold for junk’ across 
the face of the bill of sale or certificate of title. We would 
judge that this would be between the buyer avd the seller, 
according to the price paid for the vehicle. Ordinarily we 
see no reason why the buyer should not recondition the car 
and sell it for operation on the highways, at which time, of 
course, he would pay the fee for operation. 

“If we understand your third paragraph correctly, the 
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seller would have no right to make use of the bill of sale 
or certificate of title in order to assure himself that the car 
was actually junked, since according to law he should give 
the certificate of title to the buyer, making proper trans- 
fer of the vehicle. 

“For your information we might state that when a car 
is dismantled and the motor only sold, we then require that 
the certificate of title be forwarded to this department 
with a notation that the motor only has been held or sold, 
and the certificate is so marked and returned to the owner 
of the motor to be used as his clearance in case he installs 
the motor in another car or sells it.”—Frank G. Snook, 
Chief, Division of Motor Vehicles. 


OLORADO—“We have no statutes especially relating 

to salvage or junk operations. 

“Answering your three questions I would say: 

1. “It is not legal for an automobile dealer to withhold a 
bill of sale or certificate of title when disposing of an auto- 
mobile to a junk yard, for the reason that the law specifi- 
cally requires that in all cases of transfer of an autoumcbile, 
except in cases of dealers selling new mvtcr vehicles, the 
certificates of ownership must be endorsed and delivered to 
the purchaser or transferee. (See Section 3, page 31). 

2. “In my opinion it is perfectly legal for an automobile 
dealer to write the words ‘sold for junk’ across the face of 
a bill of sale or certificate of title accompanying an auto- 
mobile sold to a junk yard, and that such a practice is to 
be commended because this would be notice to any subse- 
quent purchaser of the automobile that it was of little 
value. 

3. “So far as I know we have no statutory provision 
either permitting or denying the right to make such a use 
of the bill of sale or certificate of title as will make certain 
that a car sold for junk will actually be junked and not 
resold as a used car.”—William L. Boatright, Attorney 
General. 


ONNECTICUT—“In this state there is no certificate of 

title law operative in connection with automobile regis- 
tration nor are representation of bills of sale required in 
connection with that act.”—Robbins B. Stoeckel, Commis- 
sioner of Motor Vehicles. 


ELAWARE—“It is unlawful and misdemeanor for 

anyone to sell or purchase within the limits of this 
state any motor vehicle unless at the time of delivery 
thereof there shall pass between the parties such certificate 
of title. 

“Upon the junking of the motor vehicle the party so 
junking said motor vehicle should immediately mail the cer- 
tificate of title of this particular motor vehicle with a 
statement ‘this motor vehicle junked’ to the Secretary of 
State Motor Vehicle Department, Dover, Del.”—William 
Ball, Motor Vehicle Director. 


ISTRICT OF COLUMBIA—The District of Columbia 
has no automobile certificate of title law.—William W. 


_ Bride, Corporation Counsel, D. C. 


EORGIA—“T find that nothing in our law relates to the 
disposal or sale of a car for junk purposes.”—L. D. 
Cook, Traffic Engineer. 


DAHO—“When a dealer disposes of an automobile to a 
junk yard, it is required under the Idaho law that he 
submit the certificate of title to this office for cancellation. 
If the car is sold for junk, the dealer should certify such 
fact to this office. 

“It is legally permissible to make use of a certificate of 
title to assure that a car sold for junk will actually be 
junked and not resold as a used car.”—Fred E. Lukens, 
Secretary of State. 


LLINOIS—“The questions contained in your letter have 
been submitted to the Attorney General, and he states 
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that in the absence of any laws in Illinois to the contrary, 
the propositions which you have mentioned would be legal 
in this state.”’—Frank T. Sheets, Chief Highway Engineer. 


OW A—“It is not legal for an automobile dealer to with- 

hold certificate of title when disposing of an automobile 
to a junk yard. 

“The car must be junked in the name of the owner as 
registered. 

“It would be legal for the dealer to write across the bill 
of sale ‘sold for junk,’ but, of course, he could not so mark 
the certificate as it is turned in at the time the car is 
junked. 

“Under the laws of this state it would be impossible for 
him to make use of the certificate because it would not be 
in the dealer’s hands, he having turned it in to the County 
Treasurer prior to junking the car.”—Ed. M. Smith, Sec- 
retary of State. 


ANSAS—“There is no statute in force in this state at 

the present time requiring bills of sale or certificates 
of title in the transfer of automobiles.”—William A. Smith, 
Attorney General. 


M AINE—“We do not have any title law in this state, 
so there are no restrictions whatever on the sale of 
any automobile for junk or for any other purpose.”—Edgar 
C. Smith, Secretary of State. 


ASSACHUSETTS—‘This state does not have the Cer- 

tificate of Title Law, therefore, we cannot give you 
the information requested in your letter.”—Edward A. Mc- 
Gnogles, Supervisor of Used Car Registration. 


INNESOTA—“Under our law our motor vehicle regis- 

tration fee is in the nature of a tax rather than a 
license, being in lieu of all other taxes. In other words, 
motor vehicle owners pay no personal property tax on their 
vehicles in Minnesota. Therefore, as long as there is enough 
left of a machine to be considered a motor vehicle, it re- 
mains on the tax list and the tax becomes due January 1 
of each year and must be paid on or before February 15 to 
avoid penalty for delayed registration. It is, therefore, 
very important that we receive from the owner a report 
required by law whenever a car is junked. Under our law 
the owner’s right to the registration certificate and plates 
ceases when he junks his car and he must return them to 
this office. 

“Therefore, it is very desirable from our point of view that 
the owner indicate on his bill of sale that the vehicle is 
sold for junk only when that is the case. If junk men should 
sell a car that has been reported junked and someone de- 


Sires to reregister it for the purpose of operating it as a 


motor vehicle again, it at once raises the question of taxes 
due in arrears which must be paid even though the motor 
vehicle may have been out of repair and not in actual 
Operation. 

“When a dealer disposes of a motor vehicle his right to 
the registration certificate and the plates ceases and they 
must be returned to this office for registration. With the 
return of the registration certificates and plates he must 
Teport to this office that he sold the car for ‘junk.’ For 
this purpose we provide a blank. 

“As I have explained above it is very desirable that he 
should write ‘sold for junk’ across the certificate. There 
1s nothing in the law that I know of making this illegal. 

‘Under the operation of our law if the car is reregistered 
to be used, we must require the payment of taxes and pen- 
alties in arrears which attach as a first lien in favor of 
this state.”—Mike Holm, Secretary of State. 


ONTANA—“In Montana when an automobile dealer 
“* disposes of a car, no matter for what purpose, the as- 
signed certificate of title and license receipt is to be de- 
livered to the purchaser. It would be legal for the dealer 
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to write ‘sold for junk’ across the face of the certificate.”— 
S.C. Small, Deputy Registrar. 


EBRASKA—“It is not legal to withhold the bill of sale 
or certificate of title. 
“Tt is legal to write ‘sold for junk’ across the face of a 
bill of sale or certificate of title.’-—M. G. Tracy, Chief 
Clerk, Motor Vehicle Division. 


EVADA—“We find that there are no laws in this state 
covering this question.”—S. C. Durkee, State Highway 
Commissioner. 


EW JERSEY—“In all sales or purchases of a motor 

vehicle from the manufacturer or the agent of the 
manufacturer, there shall be issued to the purchaser a man- 
ufacturer’s bill of sale, and in all other sales it is required 
that the original bill of sale be assigned by the seller to 
the purchaser. 

“Tf it is the intention of a dealer in salvaged automobiles 
to sell an automobile that has been purchased, a bill of 
sale should be obtained, as no automobile can be registered 
in New Jersey without the owner holding a proper bill of 
sale. 

“There is no specific provision under our law covering 
sales of automobiles to a person, or persons, operating a 
junk yard.”—Ww»m. L. Hill, Commissioner of Motor Vehicles. 


N ORTH CAROLINA—It is not legal to withhold the bill 
of sale or certificate of title. 

“It is legal to write ‘sold for junk’ across the face of a 
bill of sale or certificate of title.’—Auto License Dept. 


HIO—“The Ohio Bill of Sale Law specifies that it shall 

be unlawful for a Corporation, Partnership, Associa- 
tion or Person, the Manufacturer of motor vehicles or the 
Importer of motor vehicles, to sell, convey, lease, give away, 
transfer or exchange a motor vehicle, directly or through 
an agent or agency of such Manufacturer or Importer, or 
other persons unless such Manufacturer, Corporation, Part- 
nership, Association, Persons or Importer or the agents of 
either, shall, at or before such sale, conveyance, transfer, 
lease, gift, exchange or passage of title, execute, in the 
presence of two witnesses, a Bill of Sale in duplicate, and 
deliver both copies to the purchaser, buyer, transferee, or 
person receiving such motor vehicle. Attached to this Bill 
of Sale when it is delivered to the transferee must be a 
copy of all previous Bills of Sale on such motor vehicle to 
show a complete chain of ownership back to and including 
the original owner. 

“While there is nothing in the blank form of bill of sale 
used in this state which provides for the cause or reason 
for selling, such as the wording ‘sold for junk,’ there is 
nothing in the law which would prohibit the wording be- 
ing placed on the bill of sale. 

“Our Attorney General in an opinion on Chain of Bills of 
Sale showing previous ownership of a motor vehicle has 
ruled that where a junk dealer rebuilds a car using parts 
of three different cars to make up the rebuilt car that the 
previous bills of sale to be delivered on such rebuilt car is 
the chain of previous bills of sale on each of the three cars 
used to make up the rebuilt car.”—Chalmers R. Wilson, 
Commissioner of Motor Vehicles. 


KLAHOMA—“When the owner of a motor vehicle dis- 

poses of the same if he has a certificate of title it 
should be properly assigned and delivered with the motor 
vehicle. If the motor vehicle is sold to a junk man he 
should then mail the title to this office advising us the motor 
vehicle has been junked. It does not affect a title by a 
party writing across the face of it ‘sold for junk.’ 

“For your information, we require that when a car is 
junked the certificate of title be mailed to this office with 
affidavit attached, stating that it has been junked.—Svd .//. 
Wheeler, Legal Clerk. 

(Turn to page 36, please) 
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Pu Salesmanship| 


HERE is probably no business in which sales- W hich Means Not Only Doing the 
manship is more important than in the busi- 


ness of rendering service. This remark should But Sellin — he C ustomer 
not be taken as indicating that modern equip- 
ment is unimportant. Far from it. Good equipment Needs LO Put li in 
is absolutely indispensable to profitable operation. At 
the same time it is evident that there can be no profit- . 
able operation unless the service is first sold. B y C. EDWARD PACKER 
It is characteristic in anyone to want to get all that 
he can for his money and your service customers are 
no“exception. Those who hold on to their money evi- time will do a great deal to increase shop revenue. 
dently feel that they are not given a sufficient value Within reasonable limits, overhead is more or less 
for it. Herein lies a golden sales opportunity for the fixed. Consequently, any increase over the normal vol- 
service department. The right suggestion at the right ume of service sales is particularly profitable. The most 
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This customer-maddening come- 
back would have been avoided 
if Jones had sold the customer 
the wheel bearing adjustment 
he needed in addition to the 
brake relining job he requested 


TG 








June 7, 1928 


‘Into Your Service 


lob Properly After You Take It in 


€ Everything T hat His Car 


’ f Satisfaction-Giving Shape 
nN 


practical manner of increasing shop revenue is not alone 
to increase the number of repair orders written, but 


written. 


his repair order, place the car 
in the repair department, get 





to increase the value of each repair order that is 


In other words, as it costs a certain amount of money 
to receive and release each car, to greet the owner, write 
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it is found that the brakes do not work as they should. 
The car is returned to the shop and an additional 
order is put on that covers the freeing up of certain 
stuck or jammed parts. Even that may not suffice. 
The car is returned again (provided the owner has 
not lost patience) and the job is finally written up for 
relining. 

Unusual? Not at all. This same procedure hap- 
pens in an engine tune-up that may be followed with 
a valve grinding job and shortly by having pistons 
or rings refitted. 

Another case is that of clutch adjustment, and 
very shortly thereafter relining. And so throughout 








a man started on it, and do 
all the other things necessary 
to complete the transaction, it 
is evident that the logical de- 











































































































































































































ITHIN reasonable limits, shop overhead 
is more or less fixed. Consequently, any 
increase over the normal volume of service 
sales is particularly profitable. 
tical manner of increasing shop revenue is not 
alone to increase the number of repair orders 
written, but to increase the value of each repair 
order that is written. 


the ear. 
The experience of prof- 
itable service’ stations 


shows that owners do not 
like to be continually 
meeting petty bills, which 
in the aggregate amount 
to considerable money. 
It is more profitable to 
the shop and much more 
satisfactory to the own- 
er to have the work done 


The most prac- 











right the first time than 





velopment lies 
in the direction 
of writing each 
repair order for 
all that it will 
properly stand. 

Do we hear 
the new-car 
salesman say, 
‘“no’’ ? 

The statement 
just made can 
be explained to 
the satisfaction 
of all—car own- 
ers included. 

It is all too 
common an ex- 
perience among 
car owners to 
have to go back 
two, three, yes 
even four times, 
before the car is 
really right. It 
is not unusual 
for one to drive 
his car into a 
shop and say, “I 
wish my brakes 
adjusted.” The 
repair order is 
written accord- 
ingly. The car 
is taken out and 


to handle the work in 
. several instalments. Not 
only does this actually save the service customer money 
in the long run, but the reliable service and the re- 
duced number of trips to the service station as a re- 
sult of selling service right, give the owner a feeling 
of greater confidence in the car. Such confidence 
makes repeat sales easy. Also, this confidence keeps 
the owner from shopping around for “bargains” in 
repair work. Confidence in the car and in the organ- 
ization is a great asset. This confidence can be built 
up—or broken down—by a number of things. 

A service station that is easy to drive into or out of, 
is the first step in building customer confidence. The 
reason that it builds confidence is due to the fact that 
the customer feels that you were really thinking of 
him when designing the station. An attractive ap- 
pearance and cleanliness are associated with reputa- 
ble establishments and, hence, do much to build con- 
fidence. The calibre of the service men, their ability 
to intelligently diagnose service work and to com- 
plete repairs, as suggested, are other important mat- 
ters. Equipment with which the work is done and 
which enables the shop to keep its promises is all-im- 
portant in building confidence. 

In selling service much can be done to increase 
sales and build profits by proving each step as you go. 

For example, where an engine may need to have 
its valves ground, and the customer appears to be 
“from Missouri,” place your compression gage in 
each cylinder and show exactly in pounds the read- 
ing for each cylinder in the engine. Repeat this af- 
ter the work has been done and this will prove bet- 
ter than words ever could, the truth of your state- 
ments. In suggesting the reconditioning of cylinder 
walls and the fitting of new pistons, a dial gage is 
better than an hour of explanation in showing the 
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PUT SALESMANSHIP 





customer the condition of 
his car. 

And, to clinch your sale 
the use of the Rapid Flat 
Rate Price List is a great 
help. It answers the all- 
important question of— 
What does it cost? It al- 
so furnishes a basis for 
mechanic’s compensation 





story. 

“What does it cost?” is 
an important consideration 
in every business transaction. Service is no excep- 
tion. The customer of today expects your service 
station to be a business establishment. And business 
establishments can tell you the cost of the goods that 
they have for sale. You have service for sale and 
unless you can quote your customer a price for the 
finished job, your chance of selling the job is reduced. 
Remember, she customer is not interested in hiring a 
laborer (mechanic) at so much an hour. Your cus- 
tomer is interested in results. He wants a certain 
definite thing done to his car. Also he wants to know 
what that definite result will cost. 

At times it is not possible to tell exactly what it 
will cost, say, to overhaul a rear axle or to remove 
a knock from an engine. Flat rates anticipate this. 
In the columns are found operations which provide 
for the disassembling and inspecting of any unit on 
the car. It is then possible to add to the disassem- 
bling and inspecting costs the price of the parts 
needed, the labor required for installing them, and 
the service charge for reassembling the unit. In this 
manner it is possible to quote a flat rate price on 
any operation. The result is increased business. 

But, in getting this increased business, one thing 
should be kept uppermost in mind. If you take a re- 
pair job in—do it right. If the customer makes re- 
strictions that will not permit you to do the work 
right, it is, of course, undesirable to accept the job. 
If it is accepted with restrictions, however, the cus- 
tomer should clearly understand that the results are 
entirely up to him. In fact, he should understand it 
so clearly that he is willing to sign a statement to 
that effect on the face of the repair order. 

This may look like a pessimistic matter to consider, 
but these cases come up all too frequently. At times 
they result in the loss of real money. Do it right! 
means not only to do the one job that is called for 
right, but to get an understanding of what the cus- 
tomer expects. When the service salesman knows 
what the customer expects it is the service sales- 
man’s job to sell that customer every operation that 
he needs to get the desired results. Acceptance of a 
repair order less than that, or failure to call one’s 
customer’s attention to what he really needs, is not 
only overlooking a business-building opportunity— 
it is actually an injustice to the customer. 

You are the doctor. The customer comes to you as 
a specialist, because he needs your help. The patient 
does not dictate to the specialist and neither should 
the customer dictate to the service man. 

But don’t get us wrong. The specialist listens to 
everything that the patient has to say. In like man- 
ner, the service man should listen to every remark 


upon finding what it costs to do the work 

right, he will make some excuse for get- 
ting away. Remember this, if you have done an 
honest job of analyzing his trouble, it is not to 
your customer’s advantage, or yours either, to let 
him get away. Failure to take care of the little 
things often leads to enormous repair bills, and 
it is these enormous repair bills that sour a 
man on the make of car he drives, and on the rs 
service station he patronized, and rarely results I 


—but that is a different q in any profit to the man who takes in the big job. 


\ LL too frequently a customer drives in and 
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that the car owner has to 
make. Some of these may 
be foolish. Many remarks 
that a patient makes to a 
specialist are foolish. But 
they all help to diagnose 
the case at hand, and to 
arrive at a solution that 
is satisfactory. 

want my valves 
ground” is an order fre- 
quently given to service 
salesmen. But, is it right 
to accept this order? Some- 
times it is. Other times it is not. Grinding valves 
without giving any attention to the fit of pistons and 
rings or to the condition of cylinder walls, may re- 
sult in an “oil pumper.” The result is unsatisfactory 
so far as the car owner is concerned. 

True, you have done a good job of grinding valves. 
You have done exactly what the car owner ordered. 
Your conscience may be clear, but you have not done 
what the car owner really wanted. Possibly he hoped 
that he would get by with valve grinding only, but 
it is your job to seli him everything he needs to make 
his car perform as it should. 

In this connection it is not amiss to mention that 
the only profit you could make results from getting 
the job. There is altogether too much free diagnosis 
and good-natured friendly trouble-shooting that never 
gets anywhere. True, the future may be fine, but we 
live in the present. If a man needs service work, he 
needs it now, not some other time. If he needs serv- 
ice work and has come to you to diagnose his trouble, 
you are the man who should do the work. 

All too frequently a customer drives in and upon 
finding what it costs to do the work right, he will 
make some excuse for getting away. Remember this, 
if you have done an honest job of analyzing his trou- 
ble, it is not to your customer’s advantage, or yours 
either, to let him get away. Failure to take care of the 
little things often leads to enormous repair bills, and 
it is these enormous repair bills that sour a man on 
the make of car he drives, on the service station he 
patronized, and rarely results in any profit to the man 
who takes in the big job. 

By this it is not intended to discourage handling 
the large repair operations, such as complete engine 
reconditioning. The purpose is to discourage neglect- 
ing a car until almost everything needs attention. 

And there are many cars in just that condition to- 
day. They are not satisfactory transportation. They 
endanger the life and limb of their users, as well as 
all other users of the highways. They are not a 
good ad for that make of car. The whole problem 
lies at the door of the service station that did not 
sell its service. 

It has been aptly said that anyone can do what he 
wants to do—if he wants to do it badly enough. This 
might be applied to service work. Anybody can af- 
ford the service work that his car needs (if he is at 
all justified in owning that car) if he really wants it 
done. It is the service salesman’s job to see to it 
that his customer wants the right kind of work done. 

Much can be done in the way of appealing to 4 
man’s sense of pride, to have him put his car in prop- 

(Turn to page 36, please) 
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Walter P. Chrysler, president of 

the Chrysler Corp., who will be 

chairman of the board of the 
merged companies 











N the history of an industry replete with the ro- 
mance of big business, the prospective Dodge- 
Chrysler nrerger takes precedence as the most 
startling development in many years. Not even the 
sale of Dodge Brothers in 1925 for $146,000,000 cash 
can match the latest move for interest and significance. 

Although the news of the culmination of the negotia- 
tions caught nearly everyone unawares, some such even- 
tuality had been regarded as inevitable by those who 
had closely watched the meteoric rise of the Chrysler 
Corp., and who knew something of the personality of 





its chief, Walter P. Chrysler. 
the physical capacity of the company, and further prog- 
ress along the course already charted clearly called 
for radical measures. 





Motor Age 
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8000 


Retail Organization of New (om 
and Sound Financially. Annual 


is eNade 
By John Ce 





Expansion had strained 


Expressed in figures, the merger makes possible a 


yearly production for the combined factories of around 
1,000,000 vehicles. 
of the two companies at recent prices is approximately 
$432,000,000, of which $174,000,000 is the Dodge share 
and $258,000,000 is accorded to Chrysler. 


The market value of the securities 


Total assets of the Chrysler company at the end of 


1927 were $103,894,681, and of Dodge Brothers, $131,- 
569,968, for a combined total of $235,364,649. Unit 
sales of the companies have compared in recent years as 


follows: 
Chrysler Dodge Total 
1927 192,083 205,260 397,343 
1926 170,392 331,764 502,156 
1925 137,668 259,967 396,635 
In dollar volume the comparison is approximately as 
follows: 
Chrysler Dodge Total 
1927 $172,000,000 $174,000,000 $346,000,000 
1926 164,000,000 253,000,000 417,000,000 
1925 137,000,000 217,000,000 354,000,000 


These figures are sufficiently impressive, but the men 
of the industry will appreciate even more some of the 
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Dodge Merger &mnbraces 


Dealers 


bination is Well Placed Territorially 
Pos A) ” b / C 


Gourlie 


factors not so readily expressed in arithmetic. Two of 
the finest dealer organizations selling motor vehicles 
will be brought into one family, although, as concerns 
production and distribution, the two companies will con- 
tinue to have separate entities. Centralized control with 
decentralized operations would appear to be the plan 
from the preliminary statements issued. 

It is estimated that the combined dealer organiza- 
tions will total at least 8000 outlets, well placed terri- 
torially and sound financially. Both organizations have 
sought and maintained close relations with their deal- 
ers and have been prolific in excellent sales promotion 
material and ideas for the better handling of cars at 
retail. In these days when the battles of the industry 
are fought and won in the field, the importance of good 
distribution is paramount. 

The merger, not less significantly, will give Chrysler 
an interest in the truck field. The notable success of 
the Dodge-Graham organization in this respect has won 
the sincere admiration of observers and has been of 
great value to the dealers. The inclusion of trucks will 
aid materially in giving the Chrysler combination a 
rounded line. 

The general impression that the Dodge and Chrysler 
passenger car lines are directly competitive at all points 
is not borne out by comparison of the prices in effect 
when the merger negotiations were completed. The 





























accompanying table gives this comparison, the prices 
given being those of the lowest priced four-door sedan 
on each chassis. 

General Motors prices are also given. This company 
has proved the feasibility of selling cars in large vol- 
ume priced at rather close intervals. In fact the high- 
est priced cars on some of the chassis are more expen- 
sive than the lowest-priced models of the lines immedi- 
ately higher. 


GENERAL MOTORS CHRYSLER AND DODGE 
Lowest Price 4-Door Sedan 

aa eT ae $3,395 Chrysler Imperial ‘‘80’’. . .$2,945 
La Salle (134” W.B.) ... 2,775 Chrysler Imperial ‘‘72’’... 1,595 
La Salle (125” W.B.).... 2,495 PT seaeeerscececes ,595 
Buick (128” W.B.) ...... 1,925 GHP FUE cc cccccccccs 1,175 
Buick (120 W.B.) ...... 1,495 Dodge Victory 6 ......... 1,095 
Buick (115” W.B.) ...... 1,295 I sens 
Sit nttenk eebenwmes 1,145 Dodge Standard 6 ....... 895 
ec ccneeake ee een 1,025 CHOWEIOP MU” ccc ccccess 720 
DT <.scenewuckedeen’ 825 

i ae eee 675 


So much for the present position of the combination. 
A glance back over the eventful history of the Chrysler 
Corp. will show how the forces leading to the merger 
began to appear some years ago. 

The present company is an outgrowth of the Maxwell 
Motor Co., Inc., itself a product of the reorganization, 
in 1912, of the United States Motor Co., one of the early 
attempts at a merger of ill-assorted elements. The 
Chalmers Motor 
Corp. was later 
taken into the 
fold. 

Maxwellin 
1920 was on the 
verge of bank- 
ruptcy, with 
heavy indebted- 
ness to the banks 
and trade credi- 
tors, towering 
inventories and 
a paucity of ac- 
tive dealer ac- 
counts. Stern ac- 
tion was called 

























E. G. Wilmer will continue as 
president of Dodge Brothers 


A view of the large, well-equipped 
plant of Dodge Brothers in Detroit 


for, and the banking interests turn- 
ed to thetman who had already 
made an unusual reputation for 
himself as a production and sales 
executive and more particularly 
as a saviour of wabbling corpora- 
tions. 

' Mr. Chrysler was then executive 
vice-president and general man- 
ager of the Willys-Overland Co. He 
had entered the industry in 1911, 
(Turn to page 38, please) 
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Seventh, it settles commission disputes in jig-time. 

Eighth, at all times it makes available to you a good 
list for direct-mail campaigns. 

Before proceeding any further, let us describe a 
typical prospect card. There are many variations in 
use, but fundamentally they are alike with regard to 
the data that are to be recorded upon them. Herewith 
is pictured what may be considered the simplest form 
of prospect card, one that is nevertheless as effective 
as any elaborate one that has been devised. 

First of all, the card is designed to be complete and 
compact. It gives the necessary information regarding 
the prospect and the work done toward making the sale, 
yet it is small enough—4 by 6 in.—to be carried con- 
veniently in the pocket. The upper part gives the pros- 
pect’s name, business, home and business addresses and 
phone numbers, how he was obtained as a prospect, an 
estimate of his wealth, the model he is interested in, 
and the car he now owns, together with the price he 
asks for the trade-in and the offer that has been made 
for it. 

Immediately below is a place reserved for remarks. 
The specific use made of this space by some dealers is 
worthy of emphasis. Every person has some peculiarity 
—call it a “kink” as it is known to many in the trade. 
This peculiarity may consist of a prejudice, a hobby or 
an idiosyncrasy. The wise salesman will play on the 
“kink” or steer clear of it, as his judgment dictates. 
Knowledge of “kinks” enables the salesman who knows 
his rhododendrons to create a bond of interest between 
himself and the man he is trying to sell. It is good 
salesmanship to ring into the conversation some dog 
talk if the prospect is a lover of canines, and no sales- 
manship at all to speak glowingly of the town’s efficient 
bootleggers if the prospect is an ardent prohibitionist. 
“Kinks” can be played upon to advantage, and it is 
well to make note of them on the prospect card should 
they come to vour attention. 

The remainder of the card, including the other side, 
records the efforts made to sell the prospect. To the 
left of the double line is told the date, the name of the 
salesman and his report on each interview. To the 
right of the double line the letters sent and the dates 
on which they were mailed are put down. If the pros- 
pect purchases another car, this is stated at the bottom 
of the card. 

The numbers, from 1 to 31, at the top, indicate when 
the next call is to be made. An indicator may be slipped 
over the top edge at the proper point, say the twentieth, 
so that in looking over the file the person in charge 
of it may readily pick out all the cards with indicators 
on this figure. 

So much for the card; now for the file. Organization 
of the file is important, and if you don’t think so read 
this advertisement, which we came across recently: 

“One of the largest manufacturers of medium-priced 
motor cars seeks a man to travel and work with dealers’ 
salesmen, inspect their prospect and owner files; show 
how files should be organized.” 

When you organize your prospect file it will contain 
three types of names: the live new-car or used-car pros- 
pect who is being worked, the individual who has been 
added to your owner list, and the man who has pur- 
chased another make of automobile and temporarily is 
not in the market. While the first type is referred to 
as live, it should not be construed that the others are 
inactive. Far from it. 





ARE YOU GUILTY OF KILLING BUSINESS PROSPECTS? 


(Continued from page 23) 
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The owner list is one of the most cherished posses- 
sions of the automobile salesman. Keeping the right 
sort of contact with the owner and giving him the best 
of service will make him propagandist and a logical 
repeat customer. And, depending upon his financial 
standing, he may be a good second-car prospect. In 
this respect the list of owners of other makes will fre- 
quently sprout good prospects. And for this very reason 
the wise sales manager dives into his prospect file 
periodically and comes up with potential pearls. The 
owner lists are also important in that they will furnish 
you with just the right sort of names when you put 
on a mail campaign to push accessories or supplies, or 
to solicit service work for the shop during a season- 
ally dull period. 

Duplicate cards of prospects that he is working 
should be carried in a file drawer on or in the salesman’s 
desk, and the sales manager should have the master set 
of cards on file in his office. The easiest method of 
making the entries, since there are two sets of cards 
carrying duplicate information, is to entrust the work 
to a stenographer. Although the card stock is sub- 
stantial, a carbon may be readily made on the type- 
writer. 

At the end of the day, the salesman makes a report 
of what he has done, either on a special form devised 
for this purpose, or by dictating a memorandum. In 
either case the data on the report should be sufficient 
for making out new cards or additional entries on cards 
already in the files. 

A record of all mail sent to prospects, whether in- 
dividual letters dictated by the salesman or the sales 
manager, form letters or printed matter, should be 
made automatically by the stenographer on both sets 
of cards. 

By delegating the work of caring for the cards to the 
stenographer the up-to-dateness and accuracy of the 
system is assured and the time of the salesman is con- 
served for productive effort. She can look up telephone 
numbers and addresses and any details not given in the 
daily report. 

There should be no question as to the advisability of 
having two sets of cards. 

First, because there is always the possibility of the 
salesman losing some of his cards. 

Second, because it enables the sales manager to as- 
certain the progress that has been made, in a given 
instance, toward making a sale. If the record is un- 
satisfactory he has all the data he needs to determine 
what should be done to help the sale along. 

Third, in case a prospect comes in to see a certain 


‘salesman who is out, some other salesman, by referring 


to the master file, can quickly ascertain how far the deal 
has progressed and can take it up from that point. Of 
course he might get this information from the other 
salesman’s file, but there is always the chance that ihe 
latter has that card with him. 

Fourth, if there is a dispute as to who should get 
the commission after a prospect has been sold, the sales 
manager can settle the matter by referring to the mas- 
ter file. 

The prospect-card system is as valuable to the dealer 
who operates alone as to the retailer with a string of 
salesmen. The man in business who relies solely on his 
memory or hastily scribbled notations on the back of 
envelopes will find in time that he leaned on very frail 
reeds indeed. 
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Make Your Nw Building 


he Seen 


The Inside Lots Usually Suffer From Obscurity, While the Corner 
1s the Prominent Position in Every Block. This 
Showroom Will Be Nearly as Prominent 
as a Corner Showroom 


By Tom Wilder 


E are now planning a new building and would like to know if you can help us in regard to plans and suggestions. We have 
an inside lot 120 x 150 ft. and wish to erect a building which will cost about $10,000. Some of the things that we want are: 
ample plate glass show windows, showrooms, storage space, shop space, one wash room. It is not necessary that we use all of this 
space as we would like to have plenty of yard on both front and side. We plan to sell gasoline, oils, etc. We do not wish to sug- 
gest any particular plan, for we feel that you can give us something new and different.—Providence Motor Co., Inc., Lake Provi- 


dence, La. 
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tions how far 
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SUPER-SERVICE STATIOV 
RECOMMENDED HERE 
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able building 
can be put up 
later; only a 
small shed 








because that 

is just about right for a Ford proposition where 
there will be storage on one side and service on 
the other. The front has been made wider for two 
reasons: first, to get the showroom out so that it 
Will present a broadside to the motorist going past on 
the near side of the highway, and second, to bring the 
accessory store into close contact with gas customers. 
_ The yard will be a fine place for outdoor serv- 
ice which is so popular in the South, and we are 
recommending the development of this into a real 
Service Station of the super-service type, giving 
service to all makes of cars on brakes, batteries and 
electrical] equipment, tires, washing and greasing. 


for the shops 
‘ need be built 
at first, but a long concrete platform would keep ears, 
parts, tools and mechanics out of the dust and dirt. 

By building on the extreme side as suggested, you 
can later expand with very few alterations, probably 
using the old part for storage and using the new for 
service, with the service line along where we have 
suggested the super-service. If you can make your 
appropriation go far enough to build to the whole 
depth of the lot, you will have all the space you will 
need for some time. 

A skylight along the center of the building will be 
a necessity to get light to the storage section and to 
the rear of the cars in repair. 








MAKING THE JUNK 





REGON—Has special wrecking blank which must be 
filled out before motor vehicle can be wrecked or dis- 
mantled. 


Pp ENNSYLVANIA—“When a motor vehicle is sold in 
Pennsylvania in assembled form, it is necessary that title 
be properly assigned by the person selling the vehicle to 
the purchaser and if the purchaser dismantles the vehicle, 
he returns the assigned title without fee with the word 
‘junked’ written thereon. 

“However, it is not legal for an automobile dealer to 
write ‘sold for junk’ across the face of title certificate 
when the vehicle is sold in assembled form, nor is it legally 
permissible to make use of a bill of sale or certificate of title 
to show if the vehicle was sold for junk or not. If the pur- 
chaser retains the vehicle in assembled form, he must apply 
for title in his name accompanying application with proper 
title fee.”—Benj. G. Eynon, Register of Motor Vehicles. 


HODE ISLAND—“The State of Rhode Island has no 

title law. We will cancel a registration on the strength 
of a certificate returned to this office stating that the car 
was ‘sold for junk’.”—Geo. R. Wellington, Chief Clerk, 
Motor Vehicle Department. 


OUTH CAROLINA—“Our Certificate of Title Law was 

repealed during the year 1927. In other words, if a 
motor vehicle owner decides he wishes to junk his motor 
vehicle, he can do so without giving this office any informa- 
tion concerning it.”—Nat Turner, Director, Motor Vehicle 
Division. 


OUTH DAKOTA—“It is not legal to withhold the bill of 
sale or certificate of title. 
“It is legal for an automobile dealer to write ‘sold for 
junk’ across the face of a bill of sale or certificate of title 
after vehicle has been junked.”—Secretary of State. 


ENNESSEE—“We have no special provision covering 
matters of this kind.”—W. B. Ward, Motor Vehicle 
Clerk. 


EXAS—“Texas does not have a certificate of title law. 

Transfers in this state are made by filing a bill of sale 
with the County Tax Collectors with the transfer fee of $1. 
Cars sold for junk should be accompanied by bill of sale to 
the junk dealer so that he will have proper title to any 
parts that he may later dispose of.”—G. H. Lloyd, Chief 
Clerk State Highway Department. 
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CARS STAY JUNKED 





(Continued from page 27) se 


ERMONT—“Vermont does not have a certificate of title 

law. -When a car has either been destroyed by fire, or 
because of its mechanical condition is to be junked, appli- 
cation is made to this office for a refund on registration, 
and we send application blanks. The blanks must be filled 
out after the car is dismantled, and signed before a notary 
public and returned to us together with the number of plates, 
On their receipt we then approve an order for payment 
of that part of the registration fee, as represented by the 
unexpired term of the registration, to which the applicant 
is entitled.”—Charles T. Pierce, Commissioner of Motor 
Vehicles. 


IRGINIA—“‘Under the Virginia law an automobile 
dealer in disposing of a car to a junk yard should assign 
his title. The dealer has no right to write across the face 
of the title ‘sold for junk.’ 
“Our law requires each owner of a motor vehicle to hold 
a title on his own car, or a title of the party from whom 
he secured it, properly assigned over to him.”—James M. 
Hayes, Jr., Director, Division of Motor Vehicles. 


ASHINGTON—“You will note that these laws do not 

contain a certificate of title act. There is, therefore, 
no check on the disposition of old cars. The last session of 
the legislature passed a title law similar to that now in 
force in the states of Oregon and California, but it was 
vetoed by the Governor, owing to features which made it 
objectionable.” —Charles R. Maybury, Director, Motor Vehi- 
cle Division. 


YOMING—“It is necessary, under the provisions of 

the Anti-Theft Law, that an assignment of sale shall 
be given in every case when ownership of a used car is 
transferred. This assignment must relate to a recorded bill 
of sale. No exception is made in the case of cars sold for 
junk. It is immaterial whether a car sold for junk is re- 
conditioned and sold for use as a used car, as long as proper 
proof of ownership is submitted.”—H. M. Symons, Deputy 


. Secretary of State. 


States from which replies are not given did not re- 
spond to the questionnaire. Readers are invited to send 
us information regarding the procedure in these miss- 
ing states, as well as on any other phase of the legal 
aspects of junking. 





Inner Tubes Last Longer in Low-Pressure 
Balloons, Survey Shows 


Evidence that inner tubes last longer in low-pressure 
balloon tires is seen by the Automotive Division of the 
Department of Commerce in figures compiled recently, 
showing that while sales of casings have steadily in- 
creased during the last three years, those of inner tubes 
have remained practically stationary. ° 

The department announces sales of 45,929,000 casings 
for the year ended April 1, last, an increase of almost 
8,850,000 over the corresponding period of 1927. Fig- 
ures for inner tubes show sales for the year ending 
April 1 amounted to 55,251,000, as compared with 55,- 
270,000 for the year preceding. 


Tire dealers sold 1.49 inner tubes on the average with 
each casing during the year ended April 1, 1926; 1.33 
tubes per casing in the next year, and 1.20 inner tubes 
per casing in the last year. 


“Aside from the fact,” the Department announces, 
“that repairing of inner tubes has been more common 





during the past two years than previously, it appears 
that inner tubes last longer in low pressure tires.” 





Put Salesmanship Into Your Service 
(Continued from page 30) 


er condition. An appeal to self-respect, self-preser- 
vation, regard for one’s family, and last, but proba- 
bly as important as any of the others, the appeal to 
economy. 

Each year, each month, even each week more and 
more service stations are recognizing that it is only 
through consistent and intelligent selling that 2 
service station continues to grow and show a just 
profit. 

And we mean sell, sell, sell to every man who el- 
ters your door. Sell him everything that he needs. 
It will react and increase car sales and increase shop 
profit. It takes courage to do this, but always think 
of the courage that the man must have had who first 
made a living by selling Yale locks to Harvard stu- 
dents. 
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The Latest in Accessories 

















Tire Gage 
HE Moto Meter tire tester is con- 
venient, accurate and equipped 
with unbreakable crystal. This gage 
is of the watchcase type and comes in 
2 substantial leather carrying case. One 








if SINT TEy 
yo a 
40 < 


0 
BALLOON = 








of the features of the Moto Meter tire 
tester is its simple construction; an 
improved type of Bourdon tube is used 
thus eliminating all geared movements. 
The indicator arrow registers and holds 
pressure figure until released by reset 
button conveniently located at the side 
of the casing. The gage is finished in 
substantial nickel plate. This is made in 
three types: No. 1, or regular, register- 
ing from 10 to 80 lb. pressure, while the 
No. 2, or balloon type, registers from 
10 to 50 lb. pressure; the truck style, 
known as No. 4, registers from 70 to 
150 lb. The list price of each type is 
$1.50. For convenience in stocking and 
displaying these gages they are packed 
in individual cartons in unit packages of 
10. The unit package is constructed 
and designed so that it may be used 
as a counter display container. 





Four-Wheel Jack 
LIFTING range from 4% to 15 
in. is obtained with the Maco 

four-wheel jack, made by the Maco 























Mfg. Co., 1440 E. Nineteenth St., In- 
dianapolis, Ind. By looking at the illus- 
tration, one will see the reason for call- 
ing this a four-wheel jack. The weight 
of the car is carried on four wheels and 
the operation is, therefore, made smooth 
and easy. The base is finished in 
Chinese red; wheels and top plate are 
rust-proofed; the frame is copper plate 
and the handle rust-proofed. The lower 
cross bars which carry practically all 
the lift are 5/16 by 1% in. carbon steel. 
The price of this jack is $5.50. 


New Heat Indicators 
NCLUDED in the latest develop- 
ments in heat indicators are the fol- 
lowing products of the Moto Meter Co., 
Inc., Long Island City, N. Y. One of 
these illustrated is the red ball Model 
S, illuminated, and listing at $12.50. 
The Models L and §S types of heat indi- 





Oakland and 


Pontiac 





Falcon-Knight 


Right—Model L 





cators incorporate a special type of bulb 
fitting which can be easily installed in 
the rubber outlet hose, making it un- 
necessary to drill or tap into the cylin- 
der castings. A miniature electric bulb 
placed behind the dials of these instru- 
ments provides illumination showing by 
the rays of the green or red ball, the 
temperature of the engine. The green 
spot indicates safety and proper engine 
temperature, but as soon as overheat- 
ing takes place and the danger point 
is reached the red ball flashes its warn- 


ing to stop and investigate before 
serious engine trouble develops. 

Series 8 is designed for dashboard 
mounting. It is not illuminated and 
has a black dial with white lettering 
and sells at $8. 

The Model L is illuminated and de- 
signed for dashboard mounting. Its 
price is $10. 

Other products are of similar con- 
struction internally, but especially de- 
signed for particular cars. For ex- 
ample, the Willys-Knight Model har- 
monizes with the instrument panel and 
is quickly and easily installed. Instal- 
lation merely requires the removal of 
the medallion plate at the left side of 
the instrument panel and the insertion 
of this Special Model H Boyce Moto 
Meter, which sells at $8. 

Another is the Falcon-Knight model 
which is installed in the same manner 
as the Willys-Knight and which carries 
the same price. . 

The other one illustrated is the Oak- 
land-Pontiac model, which is an “L’’ 
type illuminated red ball instrument for 
dash installation. The list price of this 
is $10. 


New Dimming Switch 
IM-BRITE is the name given to a 
convenient dimming switch which 
is easily attached to the steering wheel 
of any car. This switch is operated by 
simply moving the thumb and pressing 
the switch, thus eliminating the neces- 
sity of removing the hand from the 





steering wheel and finding the dimmer 
switch on the dash when for any reason 
it is necessary or desirable to reduce 
the brightness of the headlights. It 
also makes it possible to use the tail 
light as a parking light. This little 
device is made by the Turner Mfg. Co., 
of Kokomo, Ind., and sells for $2. 
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A WOMAN’S SLANT 





wants her car. Eventually she leaves with the com- 
pany’s car and driver, a pacified but dissatisfied cus- 
tomer. . 

The smart guy—there’s one in every good service sta- 
tion. The lady drives her car in, alone, for some minor 
adjustment. From the crown of her toque to the tip 
of her pump, she is a lady. Young, perhaps 20, maybe 
30. But to smart-guy a lady is a skirt and wants to be 
joshed. The neatly-groomed service manager greets 
the lady; out of the tail of his eye he watches smart- 
guy. He knows smart of old and means to forestall 
him. He is a good mechanic, this smart, darned good, 
and although he has only been with them six months, 
they cannot get around to firing him. 

The service manager engages the lady in conversa- 
tion, holding the smart guy off, temporarily, with two 
cold shoulders. Thank goodness, there’s nothing wrong 
with the car, the lady says, but John gets his vacation 
next week, and they are taking a long trip and they 
want to know the car is ship-shape. The service man- 
ager is about to shoo her out. Smart guy is looking the 
car over but hasn’t gotten in a wise-crack yet. The 
lady is near the door, the service manager holds it 
open, and heaves a sigh of relief. 

But now the smart guy comes to the front. “Well, I 
should say you will want this bus overhauled before you 
take any trip in it, lady. Oh, I know this model. Ought 
to know it. We’ve had enough of ’em in here. We've 
had plenty of trouble with this model. The factory 
oughtn’t ever to have put it out. I can’t understand 
you saying there’s nothing wrong with it. You'll want 
them brakes relined, and that gadget sure wants 
tighten’in up. Makes an ungodly racket when you put on 
the brakes, don’t it? And that clutch—don’t it jump? 
Of course, a little girl like you wouldn’t notice those 
things. It takes a man to see ’em. Well, I should say 
I do know that model!” 

“Fresh!” thinks the lady and escapes. John calls for 
the car, the lady does not return. 

Remember the small-town garage and repair shop all 
in one? Who doesn’t? Magazines, dime novels and 
newspapers piled high on the roll-top desk. Uncovered 
cement floor, well spattered in the region of the gas 
stove by tobacco juice. A window showcase much 
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decorated, red crepe paper, a heterogeneous supply of 
gaskets, spark plugs, a lone carburetor that had donated 
many vital parts. In the rear, new cars, customers’ 
cars, much-used cars in various states of disassemble- 
ment. Large splotches of grease on the cement floor, 
one spot well covered by sand. The mechanics’ khaki 
coveralls, black and slick and shiny. The door of the 
“washroom” widely ajar, the rusty plumbing in a state 
of long disuse. 

But visit that shop today. Inlaid linoleum covers the 
office floor, a flat-topped walnut desk has supplanted the 
oak roll-top, beside it a typewriter stand and chair, 
magazines in neat rows on the table near the window. 
The door on the right reads “Ladies.” Enter, provid- 
ing you meet the qualification. A neat rug, bright 
wicker furniture, a shaded lamp, well-appointed dress- 
ing table. Here the lady awaits in comfort and an 
atmosphere of refinement while the car is washed. or 
the spare vulcanized. 

Oh, no, the millennium has not arrived. Equality of 
the sexes is not—ask the feminine wage-earner. But 
after centuries of repressions; woman has found that 
what she fights for she gets, and hurrah! she’s a fignt- 
ing animal. And she does not lean back on her heels 
to admire the ground she has gained, time enough for 
that in another couple of centuries. 

A woman may not know—or care—what’s under the 
hood. But there’s something under where she once 
wore her hood, and she will not have her ear serviced 
in a hybrid of the livery-stable and blacksmith shop. 

In the small town with its two service stations, as 
well as the cities, the lady steps from her neatly ar- 
ranged home into her immaculate car, and the atten- 
dant who greets her at the service station may not be 
white-coated, but the grease spots on his coveralls are 
of today’s accumulation. 

What of the man who was wont to leave his well-ap- 
pointed office to swap jokes in the rear of the garage 
with. the boss-mechanic, interrupting the crap game 
which has delayed the servicing of his car? What does 
he think of this further usurping of man’s domain, 
this much-stressed trimness of service station and shop? 
Of course, man likes it. What can he see in it save the 
sign of progress! 





Chrysler-Dodge Merger Embraces 8000 Dealers 
(Continued. from page 33) 


having been manager of one of the plants of the Ameri- 
can Locomotive Co. His first automotive association 
was with Buick, and a reorganization of that company’s 
production led to his appointment as president. 

A man of tremendous ambition and inflexible pur- 
pose, Mr. Chrysler plunged into the Maxwell task, and 
held off creditors while reorganizing production and 
launching a vivid sales campaign. Slowly at first but 
then swiftly the company was brought to prosperity, 
the most important development in the ensuing years 
being the introduction of the Chrysler car in 1924. The 
following year the company’s name was changed to the 
present form. 

In 1921 the company had a run-down factory and 
$7,000,000 borrowed working capital. There were mort- 
gages and notes totaling $16,000,000. The market value 
of the outstanding stock was only $19,325,000. 

In 1922 the company was already beginniny to show 
a profit, the net for the year being $831,662. Each suc- 


ceeding year, except for a slight depression in 1924, has 
shown a major gain in profits over the preceding year, 
the figure for 1927 having been $19,484,880. 

The most striking advances have been made, hcwever, 
since the Chrysler Corp. came into being. In the three 
years to 1927, inclusive, the company earned over $46,- 
000,000, of which $30,609,000 was retained in the busi- 
ness. At the same time it was spending a total of 
$21,112,000 for property expansion and betterment. 

Presenting, therefore, a picture of financial strength 
and stability and a history of bold enterprise and 
achievement, the company was in a peculiarly good pos!- 
tion to make another strong movement toward expan- 
sion of its interests. Chrysler has always done the un- 
expected, the Dodge merger and recent formation of the 
subsidiary De Soto Motor Corp. being salient illustra- 
tions, and the future course of the new combination will 
be awaited with all. the more eagerness because of 
that. 
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Useful Shop Equipment 

















Micrometer Set Hone 

HE elimination of guesswork is 

now assured in the Hall Hone, as 
the result of the addition of a microm- 
eter adjustment. This hone, made by 
the Hall Mfg. Co., 
now makes it practi- 
cally impossible for 
the mechanic to re- 
move too much met- 
al from any cylinder 
of a block. It is 
now possible for the 
operator to set the 
hone to remove a 
definite amount of 
metal after the first 
run has been made 
and the _ cylinder 
cleaned up. This 
feature not only in- 
sures the mechanic 
‘against going’ too 
far oversize but 
eliminates the need 
for repeated gaging 
of the cylinder when 
set to remove a definite amount of 
metal; will run free when that amount, 
less a slight amount of stone wear, has 
been honed out. In addition to this 
feature the Hall hone also had minor 
refinements made in it which now makes 
it chatter-proof and adds to the ease of 
operation. 





— 


Battery Charger 
HE BH Model battery charger has 
just been announced to the trade 
by the France Mfg. Co., 10325 Berea 
Road, Cleveland, Ohio. This model is 
adapted to service in radio shops, bat- 
tery service stations or garages, where 





a battery charger of medium capacity 
is needed. Low current consumption on 
less than full load is one of the out- 
Standing features claimed for this unit. 
The capacity is from 1 to 13 six-volt 


batteries, or equivalent connected in se- 
ries and will charge these at a six am- 
pere rate. A tungar bulb is used. The 
charging rate is raised or lowered by 
a control knob on the front panel. The 
equipment is furnished complete, in- 
cluding bulb and rubber-covered D.C. 
charging leads with large clips attached. 
The size is 14 by 12 by 10% in. high, 
and the weight is 48 lb. Price is $65. 


Brake Gage 

HE Wadell True Vision Brake 

Gage has a two-fold purpose; first, 
for inspecting roundness and parallel- 
ism of brake drum; second, for adjust- 
ing lining so that equal braking contact 
may be had the full width and circum- 
ference of the drum. 

The setting of the gage for adjusting 
lining is positive and fool-proof. After 
the operator has inspected the brake 
drum, the gage is simply transferred 
on to the axle of the car, without dis- 
turbing the finger adjustments. 





It is universal and can be used from 
one car to another by inserting the 
proper bushings, to take care of the 


vibration in axle sizes. Setting brake 
shoe to the diameter of the brake drum 
eliminates all guesswork and produces 
a perfectly round brake. 

The illustration shows the gage on 
demonstrating stand. The universal 
fittings are part of the equipment, 
which makes it possible to take care 
of all makes of pleasure cars. Truck 
models are of similar construction and 
are individually fitted for each make 
of truck. 

This device is manufactured by the 
Wadell Engineering Co., 354 Mulberry 
St., Newark, N. J., and carries a list 
price of $90. 





Tire Vulcanizer 
ULCANIZERS which assist the 
tire repairmen to repair balloon 

tires so that they still retain their 
flexibility, proper shape and original 


appearance, have been placed on the 
market by Charles E. Miller of Ander- 
son, Indiana. 

These include a vulcanizing inside 
arm which makes it unnecessary to use 
an air bag and which prevents marring 
the tread or overcuring the uninjured 
portion of the tire. The advantage of 





this equipment is not only in its ease of 
operation but economy as well, as it is 
said to cost between 4 and 6 cents to 
generate 50 lb. of steam and about 2 to 
3 cents per hour thereafter. To oper- 
ate, it is merely necessary to turn on 
the switch—an automatic gage then 
taking care of the machine. This equip- 
ment for different size tires, complete 
with its electrical heating unit and 
steam chamber, varies in price from 
$42.50 to $47.50, depending on the size. 

Another item is Miller’s. electric 





steam spot vulecanizer; one model spots 
all sizes of tires. Like the steam arm 
this equipment uses steam electrically 
generated for vulcanizing. The price 
of this unit is $35. 
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Complete Bearing Refitting 
Needed 


Please inform me what will have to be done 
with a Studebaker Big Six engine that uses 
1 qt. of oil to every 100 miles and burns out 
No. 1 connecting rod bearing, if the car is 
driven above 45 m.p.h. The oil pressure 
gage reads from 1 to 2 lb. pressure. The 
car has 18,000 miles of service on it and 
this trouble started at about 12,000 miles and 
the Studebaker company had installed three 
rod bearings. I dropped the oil pan and fitted 
all bearings and checked all oil passages. So 
far I have increased the oil pressure to 3 
and 4 lb. One man claimed that the upper 
rear main bearing is loose and the oil is 
thrown out over the flywheel housing. The 
owner says that after a long drive he notices 
oil dripping at the flywheel housing. Please 
tell me what I will have to do in order to 
cure this trouble.—David Lang, 11141 Watt 
Ave., Chicago, III. 


N order to cure the trouble in this 

car it will be necessary to remove the 
engine and pull the crankshaft. Then 
check the shaft to be sure that it is 
perfectly round and that all bearing 
surfaces are smooth. Then obtain 
through the Studebaker distributor in 
your city a set of new-style main bear- 
ings and fit these by line reaming. 
While you have the shaft out be very 
certain that all passages are open in 
it. We suspect that there is some bab- 
bitt or other foreign material in these 
passages as the result of the rods which 
have previously burned out. The oil 
gage on this car does not show pressure 
in pounds. Actually each division of 


the gage represents somewhere around 
10 or 13 lb., so you will see that if 
you have the pressure up to three or 
four divisions on the gage you have 
ample pressure. Only by doing this 
job as thoroughly as we have men- 
tioned will you be able to give your cus- 
tomer permanent satisfaction. 


Hot Spot Causes Trouble on 
5-Year-Old Nash 


I am writing the Clearing House to find 
out why a four-cylinder Nash about five years 
old, and that has run about 12,000 miles, 
continues to hit after the ignition is turned 
off. When the switch is turned off after the 
car has been run 20 minutes or more, it will 
nearly stop and then it will kick back and 
run backwards for several seconds, just as 
though it had been run without water and 
was being ignited by carbon. 

At first I suspected the spark plugs, so I re- 
placed them with new ones, but that didn’t 
help. Then I ground the valves and cleaned 
out all the carbon, but that didn’t help. I 
also changed oil, but the trouble continued. 
The cooling system is O. K., and the engine 
doesn’t seem to overheat in the least. I don’t 
think it could be the ignition as I tried stop- 
ping it by pulling off the high-tension wire 
from the coil and it still acts the same. The 
valves are all set at .008 clearance. The 
car works perfectly otherwise. 

The rings leak compression just a little, 
but I wouldn’t think that would make this 
trouble. About half the time it will stop as 
it should and the other half it will kick and 
run backwards and make an awful fuss about 
it. Now, if you can diagnose this case from 
the symptoms I have given you, I’ll certainly 
be much obliged for some suggestions as to 
the cure for it.—L. C. Hansen, Knoke, Iowa. 
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OU may be sure that there is some 

hot spot in the combustion cham- 
bers of this car. We suspect that the 
accumulation of lime in the cylinder 
jacket of this car is permitting some 
part, such as the territory immediate- 
ly adjacent to the exhaust valve or to 
the spark plugs, to become very hot. 
We would suggest that you remove the 
head and round off any sharp edges or 
corners that may exist in each com- 
bustion chamber. Any accumulation of 
lime in the water-jacket would prevent 
the water from cooling the cylinder 
walls and heads properly, and would 
contribute to this trouble that you are 
having. Possibly the use of heavy-duty, 
aviation type spark plugs, which are 
specially designed to operate in spite 
of high heat, would prove helpful. It 
may be that a thin edge of cylinder 
head gasket is projecting into the com- 
bustion chamber. This would become 
incandescent and would cause just the 
trouble that you are having. 

We would suggest that you clean out 
the cylinder jacket with a mixture of 
muriatic acid and water. One pint of 
muriatic acid to a gallon of water will 
make an amply strong solution. This 
wi.l loosen the lime, which can then be 
flushed out. 


Mushroom Valve Stem 


Will you kindly explain what a ‘“‘mushroom 
valve’’ is and what its advantages or dis- 
advantages are ?—Alfred C. Williams, Housa- 
tonic, Mass. 


HE valve that you refer to is a 

development found on the new 
Ford. The purpose of the mushroom 
is to increase the area of the end of 
the valve stem. As will be seen in the 
illustration, the end of the stem is 
mushroomed, thus making its area 
about twice as great as it would other- 
wise be. This naturaliy results in more 
silent valve operation and longer life 
of the valve stem and push rod. You 
will recall that on the old Ford there 
was no valve adjustment, and neither 
is there on this new one. That is why 
this development has been used in order 
to increase the service life of this part. 
Of course, in connection with this it is 
necessary to use a split valve guide in 
order to remove or replace the valve. 
You will probably be interested to see 
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how the valve spring retainer fits on 
the mushroom end of the valve stem. 
You will see by the illustration that 
there is no pin or key used. Instead 
the valve spring retainer makes a firm 
contact with the end of the stem, mak- 
ing the installation of the spring easy. 


Engine Dies While Idling 


I have been a subscriber for Moror AGE 
for a good many years and have had good 
advice and help at different times in regard 
to mechanical problems. At this time please 
give me some information regarding the stop- 
ping of an engine while idling just as the 
vacuum tank trips. The particular car that 
in mind is the Chandler Standard 
and our mechanics have installed a 
different vacuum tank and also different car- 
buretor and have done many other things to 
correct this trouble and to date everything 
has failed. Aside from this the engine op- 
erates perfectly.—L. V. Webster, 1320 Fourth 
Ave., Moline, III. 


| have 
model, 


SIDE from the possibility that you 
have your carburetor set just a 
little too lean on the idling adjustment, 
or have the throttle screw so adjusted 
that the engine idles too slowly, there 
is one other thing that can be causing 
your trouble. You appreciate, of course, 
that when the vacuum tank trips that 
the manifold draws in air. Naturally 
this leans the mixture and if the con- 
ditions just- mentioned prevail, it is 
likely to stop the engine. We would 
suggest that you disconnect the copper 
tubing that connects the vacuum tank 
to the intake manifold and place a drop 
of solder in the vacuum tank end of the 
tube. Then with a 3/64-in. drill, drill 
through this drop of solder. By so re- 
stricting the air passage you will re- 
duce the amount of air that the man- 
ifold can draw in and thus prevent the 
engine from dying out. 


Loose Block Causing Knock 
When Accelerating? 


We have a 1925 Buick Master Six in our 
Shop that seems to keep us guessing, and we 
are coming to you for help. Wher the car 
came in it ran fairly smooth, with no knocks, 
but it lacked power. We did the following 
work: installed new rings, wrist pins, ad- 
justed all bearings and ground the valves. 
It then ran nearly perfect and would throttle 
down to 2 miles an hour on high, and pick 
up perfectly. Now it developed a very pe- 
culiar knock that none of us seemed to be 
able to locate. It appears to be a main bear- 
ing but upon checking them all over again, 
we found them to be O.K. The only time 
it is audible is along the road upon accelerat- 
ing the engine, and regardless of speed or 
road conditions it always has the same pitch. 
It sounds exactly like a four-cylinder car 
going up hill on three. 

Another bad feature of this engine is that 
it has considerable vibration, much more than 
others of the same type. How can that be 
remedied? Two of our men think it is out 
of line as the result of a possible collision. 
Is there some way of checking it? We do 
not know the history of this car, nor does 
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SHOP KINKS 
Heas that have proved useful 


1° putting the oil pans 
back on engines that | 
have a float that dangles | 
down in the way, this is how | 
I get the float out of the 
wey. Push the float all the 
way up and then on the 
upper side of the engine, 
clamp the float in place 
with a cotter key by sprinz- 
ing the cotter key around | 
the wire indicator. Then | 
with the float out of the | 
way, it is an easy matter to | 
| put the pan in_ place.— | 
| Luther Dansby, c/o Smith 
| Motor Co., Kaufman, Tex. 
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Readers of Moror AGE are invited 
to submit ideas that they have found 
useful in doing some particular service 
job in the shop in a better or quicker 
way. For each one published $2.00 
will be paid. Whenever possible the 
idea should be accompanied by a sketch 
or diagram from which a drawing can 
be made. 




















the owner. The car shows no indication of 
being hit except a hair-line crack on one side 
of the upper crankcase. 

How is the best way to remove the grooves 
in the valve stem ends and on the ends of 
the rocker arms ?P—Muglia Repair Shop, South 
Plainfield, N. J. 

E greatly doubt if your car is out 
of line, and believe the entire 
trouble is due to a cylinder block being 
loose on the upper half of the crankcase. 
Another possibility is that the pistons 
were turned around when you put them 
back in the car. However, we believe 
the former suggestion, namely, that of 
the cylinder block that is slightly loose 
on the crankcase, is the most likely 
cause of your noise, because this would 
give you the same kind of a noise at all 
times and would always give it to you 
when accelerating. 
With regard to removing the grooves 
on the valve stem ends and on the ends 
of the rocker arms, you probably know 
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that most valve refacing machines have 
faci.ities for refacing the ends of push 
rods and valve stems and you could 
probably use the same grinding equip- 
ment for removing the irregularities on 
the ends of the rocker arms. Of course 
if these grooves are very deep it would 
be better to replace these parts with 
new ones. 





Installing Buick Gears 


I have some new timing gears for a Model 
22-44 six-cylinder Buick. Will you please 
tell me the correct and easiest way of timing 
the crank gear to the cam gear, as these are 
not marked. I do not know for sure how the 
valves should be timed.—Merle A. DePriester, 
R.R. No. 6, Niles, Mich. 


HILE your replacement gears 
may not be marked, we feel cer- 
tain that the gears in the car are 
marked. To make doubly certain of 
results you can remove the radiator 
and engine front cover, thus exposing 
your old timing gears. Clean them off 
carefully and look for a pair of punch 
marks. A tooth on the crankshaft gear 
should carry a mark which lines up 
with a punch-mark on the camshaft 
gear. If you can find no mark, take 
a center punch and light hammer and 
mark these gears for yourself before 
removing them. It is immaterial what 
position the engine is in when you mark 
them. In other words, we presume that 
the engine is running satisfactorily 
now and if you install the new gears 
in the same relative position the engine 
will continue to operate satisfactorily. 
Having marked your old gears, re- 
move them from the engine. Lay the 
old camshaft gear on the new camshaft 
gear so that the key-ways are in line. 
Then place a punch mark in the same 
relative position on the new gear as you 
have on the old gear. In the same 
manner mark the new camshaft gear. 
If you follow this procedure carefully 
there is no chance of going wrong. 


Add a Gasket 


I have under my control a 1925 Hupmobile 
which has quite a bad spark knock at low 
speed. All the obvious causes have been 
carefully checked over without result, and 
the only thing which will prevent the knock 
is doped gasoline. Can you suggest any other 
remedy P—J. L. Clark, 4130 Ashland Ave., 
St. Louis, Mo. 

AVING exhausted all other possi- 

bilities, it would be our suggestion 
that you try this car with an extra 
cylinder-head gasket installed. This 
will drop your compression slightly and 
relieve detonation. It sometimes hap- 
pens that spark plugs with thin elec- 
trodes, which become extremely hot, 
aggravate detonation and it might be 
worth your while to look at this matter 
also. 











A Flat Spot Rather Than a 
Miss 

I have a 1927 model Hupmobile that runs 
perfectly at low speed up to about 10 miles 
an hour. Then if you step on it it will drop 
one cylinder and not resume firing on all 
cylinders again until the speed reaches about 
18 miles an hour. If you feed the gas slowly 
it will take it O.K. This trouble only de- 
velops between 10 and 18 miles an hour, but 
after getting above 18 miles an hour it will 
go to 60 miles an hour with no trouble at all. 
I ground the valves, put on a new carburetor, 
new ignition points and a set of new wires 
and also a new distributor head, but with no 
results.—A. Prino, care of H. K. Tix, Gal- 
veston, Tex. 


N writing for information you will 
get better service if you tell us defi- 
nitely what car you are working on. 
You probably know that Hupmobile in 
1927 had both a six and an eight, and 
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answering questions on these cars is 
different on one than it is on the other. 
One thing that you might try, which 
applies to both cars, is to see that the 
moving distributor point is free and 
not sticking. It would be well to re- 
move it from the post on which it 
moves and apply a very small amount 
of vaseline to the post. This will prob- 
ably improve the action. 


Also, it would be well to check to see 
that the timing is correct. 


The action that you complain of 
sounds as though you have a flat spot 
rather than a distinct miss. This might 
be caused, or at least aggravated, by 
a retarded spark. Sometimes a car 
that is loaded with carbon goes to a 
service station and the spark is re- 


CLEARING HOUSE] 








tarded in order to relieve the knocking. 
Possibly this has happened to the car 
that you are working on. 


If this is an eight-cylinder car, ad- 
just your distributor point to a clear- 
ance of .022 to .027 in., and set your 
plugs with a gap of .028 to .030 in. 


If this is a six, adjust your distributor 
gap for a clearance of .015 to .018 in. 
and set your plugs at a clearance of 
.022 to .025. The air bleeder in the car- 
buretor should have a 26 to 30 pairs 
of holes. If the air bleeder is not of 
that size, we would suggest that you 
get one that is and use it with the 
large end down. 

If this car is an eight, it may be lack 
of synchronization of the breaker points 
that is causing your trouble. 




















Answers to Legal Queries 


By Wellington Gustin 




















Responsibility in the Theft of 
Car or Spare Parts 


A garageman drove a car across the street 
in front of a planing mill to have a body 
built, and left the car sit all night, and a tire 
was stolen. Would the planing mill be re- 
sponsible when the garageman knew that they 
closed at 6 o’clock?—Currie Motor Co., 
Shawnee, Okla. 

f you can determine who was negli- 

gent in the matter, you would know 

the answer to your query. 

A garagekeeper or holder of a cus- 
tomer’s car is not responsible for theft 
of car or its parts, if he has used rea- 
sonable care in its safekeeping. Again, 
were the garagekeeper or other negli- 
gent in his care, still if the customer 
was also negligent, contributing to the 
theft, the latter may not recover 
through the rule of contributory negli- 
gence. 

Certainly, if an owner drives his car 
and leaves it in the street in front of 
the garage or other place where he 
intends to deliver possession, he cannot 
claim delivery so as to hold responsible 
unless he has notified the other party 
and has his agreement to accept deliv- 
ery at the time and place. 

The bare facts as set out appear to 
show the car owner made no such de- 
livery, and his leaving the car in the 
street overnight appears negligence on 
his part. Again the fact that a car is 
left in the street with the knowledge 
of both parties, even, would tend to re- 
lieve the receiving party of responsi- 
bility of damages by loss through theft, 
as the car owner knows of the hazard 
and apparently is willing to take the 





risk by making such a delivery in the 
street and leaving overnight. 

Of course, if there was an agreement 
between the parties whereby the plan- 
ing mill or receiver of the car agreed 
to get the car and care for it, then the 
planing mill firm might be found to be 
guilty of negligence in failing to get 
the car and remove it from the street 
to safety. 

In all cases of theft the garagekeeper 
or other bailee of property is only re- 
sponsible for ordinary care in its safe- 
keeping. But in cases of loss, the bur- 
den is put upon the bailee to prove that 
he has exercised the reasonable care 
for its safekeeping necessary to satisfy 
the law. 





Another Case Involving 
Responsibility 
Please advise us as to our liability for 
theft from automobiles while stored in our 
public garage. Also to our liability to cus- 
tomers’ cars stored in our garage which are 
damaged by fire. We have posted a very 
conspicuous sign stating that we are not re- 


sponsible for loss by fire or theft.—The Jones 
Motor Co., La Junta, Colo. 


EGARDING the garage owner’s 
liabilities in cases of fire and 
theft, wish to say that negligence is 
the basic consideration. If the keeper 
can show that he has used the ordinary 
care of a reasonably prudent business 
man in the same line of business, he 
has a defense to any action for damages 
brought by a customer for loss of a car 
or other property left in his care for 
storage or (and) repairs. 
Most courts are agreed that one may 





not contract away his liability for his 
own negligence; basing the reason on 
public policy. 

But the garage owner has the dis- 
advantage of the burden of showing he 
has not been negligent in his care to 
prevent loss by theft or fire. The cus- 
tomer has made out a prima facie case, 
on which recovery may be had, by show- 
ing delivery of a car to the garage 
owner and demand for its return. Then 
the burden shifts to the garage owner 
to show that he has exercised reason- 
able care. If he can show this as 
against any further evidence of the cus- 
tomer, he will surely win his case. 

But here is the rub. In a dispute of 
facts the jury may pass upon the facts, 
and so the case may be lost in the 
jury’s hands. Courts will rarely re- 
verse the jury’s verdict on the facts— 
especially if the facts are in dispute. 


Hence it follows that it is the duty 
of the garage keeper to use ordinary 
care to prevent possible fires in his 
garage, and to prevent thieves getting 
into the garage and stealing. It has 
happened that the garage owner’s em- 
ployee has delivered a drummer’s car 
to the wrong claimant and the garage 
owner has been held responsible for 
theft. 

So if you have exercised the degree 
of care of a prudent man engaged in 
your business, you are not responsible 
for theft or fire losses. 


Your posted sign may aid you but 
it does not relieve you from this ordi- 
nary care imposed by law in _ thesé 
matters. 
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Prices, Weights and Equipment of Current Passenger Car Models 
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A4 Motor Age 
Prices, Weigh d Equi fC P Car Model 
rices, Weights and Equipment of Current Fassenger Car Models 
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oO. 2S vipment o-2 =o uipment o-: = @ uipment ) += =o ulpment 
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2-4p. Spt. Coupe .| 550} 2)....|/Bghnr 5p. Sedan 2d..... 1345] 2/2975|aghnr rsx 7p. Touring...... 2750) 4/3450/afghlmnprx 
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3p. Coune...... ..|3390laeghkinprx {/7p. Touring...... 1895} 4/3360jaghnvx 5p. Sedan........ 2495| 4/4090/aeghlmnprtx |/7p. Sedan........ 3680} 4/4000/afghimnprx 
4-5p. Vic. Bro’m..{ 2760]. .|3470jaeghikInprx |}/2-4p. Roadster. ..| 1895] 2/3355/aghnvx 5p. Town Cab... .} 4500} 4].... 7p. Sub. Sedan 3780} 4/4000/afghlmnprx 
Sp Sedan........ ..]3500jaeghkinprtx |/5p. Brougham....| 2095) 2/3515|aghnvx Sp. Trans. Cab...}| 4700} 4).. 
5p. Ox. Sedan. i ..]3500}aeghkInprtx |}2-4p. Coupe...... 2195} 2/3465|aghnvx “TV6” 
5p. Spt. Sedan. .. ..}8550}/aeghikinprx ||5p. Sedan........ 2195) 4/3545jaghnvx 134” W.B | 2p. Roadster..... 5800] 2)430MafghImnprz 
3-5p. Con’vt Cpe. .13450laeghklnprx {|5p. Victoria...... 2195) 2/3525|aghnvx 7p. Family Sedan.| 2575). ./4345jaeghlmnprtx |/5p. Spt. Tour 5600} 4/4700)afzhimnprx 
128” W.B. 7p. Sedan........ 2345) 4/3360jaghnvx 5p. Coupe....... 2625]. .|..../aeghlmnprtx ||7p. Touring...... 5700] 4)4700jafghlmnprx 
2-4p. Sp. Runab’t ..}3390jaeghkInprx ||7p. Sedan Lim...| 2520) 4/3360jaghnvx 5p. Cab. Sedan 2675}. . .jaeghlmnprtx ||/5p. Sedan........ 6720} 4/5200\afghlmnorx 
5p. Sp. Touring. . . .|3450]aeghklnprx “Century 8” 7p. Sedan........ 2775| 414345 aeghlmnprtx |/7p. Sedan..... 6720} 4/5200jafghimnorr 
7p. Touring...... .}3540}aeghkInprx {j5p. Phaeton...... 1905) . ./3315/aghmnv 5p. Imp. Sedan 2775) 4/4315jaeghlmnprtx ||7p. Sedan........ 6920] 4/5200) afghimnprx 
Zp. Srdam ......- .-|3700jaeghkinprtx |}/2-4p. Sportster...] 1915]. ./3350jaghmnv 7p. Imp. Sedan. 2875} 4 4570;aeghlmnprtx 7p. Town Car 9000} 4/5200/afghimnoprr 
7p. Ox. Sedan.... ..}3700laeghkInprtx |}7p. Phaeton...... 1935} . .}3355/aghmnv 
7p. Limousine... . .{3780jaeghkinprtx |!5p. Sedan 2d.....] 1825] 2/3385iaghmnv 
4p. Coupe....... 1865) . ./3375\aghmnv 
5p. Sedan 4d. . 1875} 4/3455|aghmnv 
ae 2adp. Cabriolet. . 1955) . ./3345jaghmnv 
<é t - 
4p. Roa !ster..... 2}2995!afhmor MARMON 
Sp. Sp. Coupe.... 2}3290|afhjmnr || LINCOLN “*68” 
4p. Vic. Coupe... 2}3290)afhjmnr JORDAN “— 2p. Roadster. .... $1495) . ./2700jahmnrw 
5p. Club Sedan... 4)3265j)afhmnr “Cross C’ty 6” , 2p. Spt. Rdster. . -|$4600 2/4930] aegkInprx 5p. Sedan........ 1395} 4}2897jahmnrt 
Sp. Std. Sedan... 4/3330jafhmnr 4p. Blue Boy.. . ..|$1495] 4/2800|Bceghkmnrx |}2-4p. Club Rdstr.| 4600). ./5010jaeghkinprx |/4p. Vic. Coupe. ..| 1450). ./2867/abimnrt 
“75 DeL” 4p. Spt. Salon....| 1295] 2/2775jaghjmnrx 7p. Spt. Touring..| 4600] 4/4940]aegkInprx 2p Coupe....... 1395]. .|2827/ahmart 
4p. Roadster..... 2|2995|/aeghmnr 2-4p. Tomboy....| 1395] 2/2650jaghmnrx 4p. Spt. Phaeton..| 4600} 4/4910) begjkinprwx “78” 
5-p. Sp. Coupe... 213290) aeghjmnr 5p. Sedan........ 1395] 4/2775|aghmortx 4p. Coupe. ...... 600} 2/4805|aegkInprx 2-4p. Roadster....] 1895] 2)3007/anlmnprw« 
4p. Vic. Coupe... 2}3290] aeghjmnr ——" 4p. Sedan........ 4800} 4/4930)aegiklnprx 4p. Speedster... ..] 1965] 4)3052/ahlmnorwrx 
5p. Club Sedan... 4|3265]aeghmnr 4p. Playboy...... 1845} 2}2915|aghmarx 5p. Sedan........ 4800} 4/5010)aegkInprtx = {}2-4p. Collap. = 1995} 2}2987jahlmnprx 
5p. DeL. Sedan 4/3400] aeghmnr 2-4p. Sp. Coupe. .| 1895} 2/3070jaghmnrx 2p. Coupe....... 5000}. .|4720jaeghkinprx |{}2-4p. Coupe.. 1895} 2/3097}ahIlmnprx 
“85” 5p. Cus. Sedan. ..| 1895} 4)3200jaghmortx 7p. Sedan........ 5000! 4/5050) aegkinprtx 4p. Vic. Coupe...} 1995} 2/3066/ahilmnorx 
4p. Roadster .... 2)}3040/aeghmnr 4p. Cus. Vict.....} 1895] 2/3200jaghilmortx 7p. Limousine... .| 5200} 4)5165jaegkInprtx 5p. Sedan........ 1895} 4/3104jahilmnprtx 
5p. Brougham.... 4/3360|aeghjmnr . 4p. Berline....... 5500} . .|5115}aeghkInprx 
Sp. Sedan........ 4/3380)aeghmor 4p. Collap. Coupe} 1995} 2|3185jaghmaorx 7p. Limousine... . . }5380] aeghkInprx “*E-75” 
...Cus. Coupe. . 13350}aeghmnr 4p. Perm. Coupe..| 1995] 2/3185jaghmaorx 7p. Brougham....} 6500). .|5025jaeghkInprx {|2p. Speedster.....| 3485] 2/4251laeghInprx 
. 5p. Victoria...... 1995] 2/3275|aghimortx 6p. Ber. Landau..| 6500). ./5140jaeghkinprx |/4p. Speedster... ..| 3485] 2/4256JaeghInprx 
2-4p. Roadster... ../3440j/aeghmnprx |/5p. Sedan........ 1995} 4/3300j)aghmaortx 7p. Cabriolet.....| 6600]. .|5160/aeghklnprx {/5p. Phaeton......| 3485] 4/4017|aeghInprx 
2-4p. Collap. oe . 13625] aeghmnprx 7p. Le Baron Cab} 7000]..|5200jaeghkInprx {/7p. Tour. Speed. .| 3565] 4/4480}aeghilnprws 
> Brougham... 413750] aeghimnprx 7p. Holbrook Cab.} 7200}. .|5280jaeghkloprx 2p. Coupe Rdstr..| 3565] 2/4374/aeghInprx 
p. Sedan ....... 413790|aeghmnprx ||/KISSEL 7p. Collap. Cab. .}| 7300]..|5140jaeghkinprx |/5p. Town Coupe..| 3195] 2/4452/aeghInprx 
**6-70” 2p. Coupe. ...... 3485} 2/4373]aeghinortx 
GRAHAM- 4p. Cpe. Roadster}$1595) . ./2920/ahmr 4p. Victoria...... 3485] 2/4346]aeghInprtx 
5p. Bro’m Sedan..} 1495] 4/2915jahmr 5p. Brougham. 3565] 414525laeghilnprtsz 
“610” 5p. Victoria...... 1595}. .|2990 5p. Sedan........ 3565] 4/4498iaeghinprtx 
2p. Coupe....... 2]... .Jacghmar 5p. Sedan........ 1595} 4/3005 7p. Sedan........ 3640] 4/4620jaeghinprtx 
Sp. Sedan ....... 4)... .Jacghmor “*8-80” LOCOMOBILE 5p. Cus. Sedan 3960] 4/4515faeghinprtx 
“614” 125” W.B “*8.70” 7p. Cus. Sedan. ..| 4075] 4/4678jaeghinprtx 
4p. Coupe....... 2}... .Jacghmor 5p. Phaeton...... 1885} 4/3240j;ahmor 5p. Brougham... .|$2100) 4)3525jafghkmnorx = {/7p. Cus. Limou...| 4175] 4/4718{aegbinprtz 
5p. Sedan....... 4]... .Jacghmaor 4p. Speedster.. 2095} 2/3155|ahmnr 5p. Sedan........ 2100} 4/3575\afghkmorx 
a 4p. Cp. Rdstr. 2095} 2/3343/abmnor 4p. Vic. Coupe. ..| 2100] 2/3600'afghkmaorx 
619” 5p. Spec. Bro’m..}| 1995] 2}3345jahmnr MOON ‘“‘6-60” 
4p. Coupe ....... 2}....Jaceghmnrtx {|5p. Bro’m Sedan..| 2095] 4/3400jahmar **8-80” 5p. Phaeton......} $995] 4/2340jan 
Sp. Sedan ....... 4|....Jaceghmnrtx {/5p. Conv. Bro’m..| 2495]. ./3518jahmnr 4p. a aes 3300} . .|3972/aeghiklmnprx, /3 5p. Roy. Rdstr.| 1095} 2/2330/anw 
ial 132” W.B. 4p. Coupe....... 2975) 2/3820)\aeghkIlmnprtal|3-5p. Roy. Cab 1295} 2/2575iank, 
629 7p. Touring...... 1985| 4/3360|ahmor 4p. Collap. Coupe} 3000] 2/3780\aeghklmuprtx||5p. Coach....... 995] 2)2420]an 
Sp. Sedan ....... 4|....{Dceghjlmnp |/4p. Tourster..... 2095} 4/3155)ahmnr 5p. Sedan........ 2850} 4/3950/aeghkimnprtx||5p. Roy. Sedan...}| 1195} 2/2520jahin 
rtx 5p. Bro’m Sedan..| 2295} 4/3455/ahmnr 5p. Brougham 2900} 4/3990/aeghklmnprtx|/5p. Roy. Sedan...| 1295) 4/2605jahno 
Sp. Town Sedan. . 4)....]Dceghjlmnp |}|7p. Sedan........ 2495] . ./3630 7p. Sedan........ 3350] 4/4140|aeghklmnprtx 
rtx ” : 7p. Sub. fii. 3500} 4/4280 aeghklmapr tx *‘Series A” 
7p. Sedan ....... 4|....1Dceghjlmnp |)/4p. Coupe Rdstr..| 1995). ./3350 6p. Cabriolet. . 6950! . .]. 5p. Touring...... 1195] 4/2560/da 
rtx 5p. Brougham....}| 1895] 4/3250 5p. Roy. Rdster. .| 1395} 2/2600idnw 
2-4. Cabriolet 2}... .le 5p. Sedan........ 1995) 4/3350 “48” 5p. Collap. Cab. .| 1795} 2)2720 
tp. Coupe een 2....1e 4p. Victoria...... 1995} . . /3320 4p. Sportif...... § | 4/5030/afghjkirsx 5p. Sedan DeL...} 1395} 2}2710idno 
835 “8.99” 4p. Roadster... .. § | 2)... .Jafghikirs 5p. Sedan DeL...| 1545} 4/2860]dno 
5p. Sedan Donghiimap 131” W.B 7p. Touring...... 4)5330lafghkirsx 
5p. Phaeton... ... 2185) 4/3220/ahmar 7p. Tour Lim 4|5640lafehkirstx 6-72” 
Sp. Town Sedan. ee Fe 4p. Speedster. 2395) 2/3360/ahmnr 6p. Brougham....| § | 4/5464/afgbkirstx 2-4p. Roy. Rdstr.| 1395] 2|/2630/aghma 
rtx 4p. Cpe. Rdstr 2395] 2/3578/ahmnr i5p. Vic. Sedan....| § | 4/5600lafghkirstx 5p. RovCabRdstr}] 1445] 2/2815/aghmn 
7p. Sedan........ 41....]Deeghjlmnp {j5p. Spec. Bro’m..| 2295] 2/3671)ahmar 7p. Lim. Ene. Dr.| § | 4/5868lafghkirstx 5p. Royal Sedan..| 1445] 2/3050jaghima 
rtx 5p. Bro’m Sedan..| 2395] 4/3760jahmnr 7p. Cabriolet.....] § | 4/5624lafghkirst 5p. Royal Sedan..| 1545] 4/3080jag 
2-4p. Cabriolet . . 2|....]Deeghjlmnp {/5p. Conv. Bro’m..| 2795]. .|3863jahmar 
rtx 139” W.B. “90” **8.80” 
2-4p. Coupe...... 2}..../Deeghjlmup j/7p. Touring...... 2285} 4/3630)ahmnr 4p. Sportif....... 5900} 4/4475 papeenage 2-4p. Roadster...].... }|..]....1B 
rtx 5p. Bro’m Sedan..| 2595} 4/3755/ahmar 5p. C.C. Sedan. ..| 2195] 4/3500}/chmar 
ee a. . 7p. Sedan........ 2795] 4/3975|ahmor 4p. Roadster.....| 5900 - seghklmape 5p. Sedan........ 2195] 4/3500|chmar 
2-4p.Roadster..: |$1295] 2'3355'ahmnr “White Eagle” 7p. Touring...... 6000}. .}.... + 
p. Coupe...... 1295) 2/3525labmnru 132’ W.B. tx 
p. Coach. ...... 1250) 2/3575'ahmoru 4p. DeL. Spdstr. | 3275]. .]... .|beghx 5p. Vic. Sedan... .| 7300] 4/4842\afghimprtx |/NASH 
- Sedan — 1325; 413645/ahmoru 4p. Coupe Rdstr , 3185}. .|....]/beghx 7p. Suburban. . 7500} 4 4930)afghmprtx “Std. 6” 
127’ W.B.... 5p. DeL. Victoria.| 3185|..|.... beghx 4p. Vic. Sedan... .| 7450). .|....,;aeghklmnpr {/5p. Touring...... $865} 4/2325] Dghor 
7p. Phaeton. ....] 1650] 4/3630 139’ W.B. tx 2-4p. Conv't Cab.| 925] 2/2505 
> Landau Sed...{ 1650} 4/3805|aghmnru 4p DeL. Tourster| 3275]. |... .|beghx 7p. Town Bro’m..| 7500] 4/4615|afghmprtx 2p. Coupe....... 845} 2/2345 or 
Sp. Std. Sedan. ..| 1450) 4/3750/aghmnru 5p. DeL, Bro’m. .}| 3275). .|... .|beghx 7p. Cabriolet.....| 7500) 4/4615|afghmprtx 5p. Sedan........ 845) 2/2450) Dghnr 
4p. Victoria...... 1 2/3710|aghmoru 7p. DeL. Sedan. .| 3785]..|... . |beghivx ...Cotlap. Cab...] 7750]. .)....Jaeghklmnopr [/5p. Sedan........ 925) 4/2500) Dghar 
Zp. Sedan........ 1950) 4/3945)aghmnru 7p. Ber Sed DeL.| 3885]. .|... .|beghivx tx 5p. Land. Sedan. | 995) 4/2610) Deghar 
KEY TO SYMBOLS: 
A—Wood wheels with spares D—Disk wheels with spare. Tran and trunk rack. o—Car heater v—Vanity set 
a—Wood wheels. d— Disk wheels. a. no trunk. p—Cigar lighter w—Windshield wings 
B—Wire wheels with spare e—Front and rear bumpers | adiianeah ten r—Rear traffic signal z—Cleck 
b—Wire wheels f—Front bumper. i—Spare tire lock. s—Spotiight *—Overall length 
C—Optional wheels with g—Shock absorbers or snubbers m— e heat indicator. t—Vanity and smoking set §—Prices on application 
e—Type of wheels optio b— Automatic windshield wiper. a— ine gage u—Smoking set. 
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Prices, Weights and Equipment of Current Passenger Car Mo 














































































































































































































i) 
ca. 
be Passengers S»|2/a5| Standard 
v——_— ela Standard and 2 =s Equipment 
— a Passengers | . | Ez Standard —— a g 5 £3 Equipment Mode! ce 8 as 
” Qa. ¥ ~ 
ers ‘Z| Standard and = $ 23 Equipment Model eo Oo jae 
— as 5 23 Equipment Model me ans . 1625} 2 3455|aghlmnpe 
0-2 | 3:2 4p. Cpe. a a 551 9 hlmnpr 
Medel Ko Qne p Renel 1625} 2/3500\ag 
ROAMER 3p’ Sed. Reeal....| 1625| 4|3566laghimnpra 
ememecmncrtiianin ia . Phaeton..... | “8-78” 0 SD Sed. 1.| 1625] 2}....| aghimnpru 
— 2 290 Dghor 2p Conv't Goupel 3650) 2f 2 Op. Coupe. | 1780! 2(3228 president 8” 85] 4/4000|aghilmapru 
Hg Touring. pina gal ~ ieee J++ +| 3750| 2}. Sp. Sedan... 1795| 2/3380 Sp. Sed. Regutar..| 1985) 4/4000 aghlmnprtx 
bp. Touring... . 290] 4'3070|Dghnr P Clue Sedan...| 3750! 4\ ‘8-80” 7p. Sedan... ..,;|Bghkimnprx 
2-4p. Cabriolet. . 2'3030|Dghnr SP. Cluo Seda 3750] 4].. Pa Re ak 1985) 2/3410]ag 24p. Cab. State. .| 2195 , ae Behikimap 
2p. Bus. Coupe 2/3150| Dghinrt D en lin. 3850) 4]... 2p. Brougkam....| 1985} 2/3440|ag 5p. State Sedan. .} 2250 ~ 
bp. + yon ener 2/3030 a 8p. Sedan 7 Sedan........ 1985} 4/3570)ag Gad 9350) 414250 “ee 
4p. Coupe.....-- Dghnr 4g Qa. . State Sedan. . 
. Solan «1... sa Detar e660 600|deghImnr | 5p Sona....-. a ~ in 2450} 4|4300 Behikmape 
Lo a eeeeeee ° - m ™ ° NR 
: Coupe.....+. 4/3380) Dghin 2-Ap. punaen... , — , oe aakieare Sp. —- neers a 4|3080leg 7p Limousi 
we Deh ip. Cpe Rasir. 1295] 4|2725|deghimar | poe. ‘ woeee we 
} 2/3400’ Dghmnr : «--} 1195 | ROYC “Custom 
Ha — wa yee eel Bp. Sedans -s...} 1208] 42806 nee x Bfghjkmprx ll A a aefgjlmnprr 
5p Godan vd..... 213620) Dghimn p. “6.89”... __. — n Models.....] § }..}. ne Bfghjkmprtx ||2p. Speedster... | e508! 414509 aeghjlmnprz 
Bp. Sedan 4d... T”6 sl oh a 1295| 2{3025|ccchimarw |\Chesed Models. .-] § [21 2 oe... 2 oe peshylmnpre 
p. Ses _ nook Bae ‘ ceg “New Phan” hjkmprx //4p. 8 214302 beghi imnprz 
sf" WS sseeiRekenert fase Camee | toes] sone ; * -of---- nee ee See. --t Se a 
7p. Touring...... 4|3500/ Bghimnprt ty beg "...1 1395] 4 3125|aghmnr a — Mm ; ..|....{Beghkmoprtx 4 Black Hawk. . pee - 4649 oe —— 
bp. SS ; 2 3640 —— 5p. go)" cece 2p. an ape. e« a 2 4679| ‘aegh} jlmnprur 
p. Victoria..... 2/3650! Dghmn ..| 2085] |.... '  [}4p. Vie. Coupe... = hjlmnpruz 
fp. Amb. Sedan alsss0| Deke acm Pe.) 808) 413200 seghlmnrtr ||STEARNS- Bp. en Sh 3570 44520 ‘wes wane ote 
op » ie 4/3830; Dghnrtx  Vietorin......0..... a “gr 5p. Brougham... . 20' aeghj!mnprux 
Sedan........ . Victoria... .. 6 ...| 3695} 2/4520) aeg 
D imp. Sedan... see emai aaa 27 1995] 4|..../B "Cab. Rdstr...192495)..|.... Pe WB 8|aeghjl.nnprx 
7p. Sedan........ 24. Te Sedan. 2495{. .J.... 7p. Speedster... ..]| 3895] 4 oe oa ed 
126" W.B hee. 2495]. .|.... 7p. Sedan........ as eee paphibnanste 
OAKLAND 5p. le oe 2345] . ./3810] Deghilmnrtx |/5p. 134” W. B. , 7p. Sedan Lim... sees 
” wR ‘oune....... 2645]. .7.... 5p. Sedan........ a 
5 Sp. Phaeton $s 4 a a 9 ROARS | 2245 : sen ——— “a oe ara’ ao 2 oe 4 Limousine... = % 
> = 2|2730/ae jn .-}| 2345 eg : L'mousine... . sefeee« 7p. Limousin * “1 
4p. Sp. Rdster... . Sp. Sedan...... 3975|Deghimnrtx |}7p. L - ‘6 Cus. 
2-4p, Cabriolet. .* : 3800 - fl Zp. og reese aa : 4100} Deghimortx tp Meal * \ a 2/4252 =~" Weyma wk. .| 4895] 214302|beghjlmnpre 
Bp. ‘ sees h p- Ce ee la Sack, Mecie | 
“gy Py <}2080'shnu PIERCE ARROW 4p. Touring......] 3250] 4}4322jaeghikimnpr |{2p. Black Hawk.. 4120) 414303}aeghylmapras 
5p. 4/3050 aehnou ” ; 7 4p. Sedan........ Jaegijlmnpruz 
Land. Sedan.. “81 nrx aD TS Ree... -- 4120) 2)... Jaegiy 
- 2p. Runabout. . . . Poo ; a368 — 4p. Cab. Rdstr...] 3550) 2/4 rx He Tonto Sed...]| 4420] 4]... .Jaeghjimnpruz 
- Seem +-rs 3100}. 13500 Sedan...| 3350) 4)4562)aeghjklmno |/5p. Landau Se aeghjImnprux 
OLDSMOBILE 7p. Touring..... 5p. Cus. rtz 4495] 4]... .Jaegh) 
“F-28” “ Club Bro’m...| 2750}. .}3540 ' tleeghkimao Sp. Sedan........ ae eee 
Sp. Roadster . _ od ~ Gunns metal. .| 3250} 2 pe wt eehe 4p. Coupe....... 3450} 2/452 . 5p. — we eeeees 4745) 41... laegn —_—- 
a .. Jeeghmnr ..] 3250} 2/3540)afg jkimno })7p. Sedan........ 4]4773}aegh,linnprtx 
Bp. Sp. souring.. aeghmnr 5p. Brougham. : , 3490 3450) 4/4572 aegh) - Limousine... .}] 4995 é il rtz 
‘oupe....... 2 oo nC leath.. .| 3250). . |: _ Std. Sedan. .. t 7p. Limo : 5} 4]... .Jaeghjlmnp 
> Salon Mike os 2}... .Jaeghmnr oo Cah celan -| 3300} 4 -ee a na Sp ; 647 a 7p. Landau Lim. .} 529 | 
DP. ‘ .|....Jeeghmnor Pp. 213530)afghImnpr .-| 3700) 4/4 “Salon Cus. Imnpruz 
ae Se CN dl. :Jaeghmar . le'4p. Coupe met. 33501 413605 afghlmnprtx ||5p. Sedan Lim. FX tnno 5p. PW Seden....| 6345 4]. jaeahi _ 
bp. Sedan, 4d.... vee. 5p. Sedan........ : 7\|aeghjximno ....| 6345 5014Jaegh; 
bp. Landau Sed. . --]..../aeghmnr 4p. Coupe lea. . eee ve oa 5p. Cus. Sed. Lim} 3700} 4/463 _ ip. allay 6895] 41.5044]aeghiimnprtz 
| Hi CP > ie” 3400] 4]3640 <—mmat 7p. Sedan .| 3750) 4 4702|seghkimno 
- UluD. owe h r o MUU... we ees on 50” 
oe - d 7p. — alleen 3450 ; 3490 sihlmaprt 7 Sedan Lim 3950} 4|4777 paneenne Sp. Tourine. eval $095 : 2670jaehmnr 
4° Whipp Slagr 4p. Coupe....... 5 P. — ’ .Sedan........ 9015 
2 Sood: | 525 108 agr “tiene Dre Line 3550 4 3758 afghlmnprt “T 2 fghmnprwx os Coupe Nace 1163 ‘ 3017 oe te 
p. oo” eee: 
2p. Coupe. . Cab : ia ~ “a Sedan Land.. yon ¥ ~ a 4p. Roadster na erie | ok ‘lafghmaprs 5p. oe: Sai 
ye im . 212160\aghr > Ene De cand. 3890] . 13755 “4 “seo : et he . Fr ened 5p. Metro Sed... .. 1268 4 “7 ft aeghkmor 
> Sedan ....... 585} 4/2210/aghr P. “36” 2/4560\afghirx 5p. Coupe. ...... 5500 , - amass 5p. —— ~ 1265} 2]. ...aeghkmar 
(6) — 2p. Runahout. ...} 5875 m ae 5p. Seuan........ vy Bi 2-4p. ett % 
2-4. Roadster. . 3|2228 agt ms Touring...... sere pres, ap a 5500) 4/4872/afghmnprwx 5 Pc Sedan. .} 1585) 4/3365 peaeane 
> yo reuse 2/2356laghr 7p. a —— poe 4!4815|afghirtx ‘p Tewring bones 56001 4 5167 women = Royal Sedan. . ren : 3395 om 
- p EO. cece 93 hr 7p. iieseseoe 4 4870 afgnirtx p. : e re eeeee 5800 4 521 la g m e C —  .. +e 
Sp. Coach....... 212423 ag 7p. Lim. Enel... .} 5875 Irt 7p. Limousine.. . . 4|....Jafghmnprtx |{5p. ee 
op. Sedan........ , | p. Coupe... €373| 21¢705latehirtx —_|lzp. ieee. 14. on Sp. Club Phaeton.|...... on or 
an Sedan | asl alaes0 ‘orn 8G8-85" Sette tare ee Soon Sedan.) 2008] 4|3640lacghkmare 
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Illustration shows Aut-O-Dor as 
used with Richard-Wilcox 4- 
Door Slidetite Doors. Equally 
adaptable to double swinging 
doors. 

















Prepare 
for Winter with 
R.W. Aut-O-Dor 


ELECTRIC DOOR OPERATOR 


You push a button, or pull a switch and the doors 
open and shut automatically. Push buttons can be 
located in several convenient parts of the garage. 


The R-W Aut-O-Dor Electric Door Operator 
saves your time. It enables you to keep doors 
closed tight in cold weather without inconven- 
ience — pays for itself in fuel saved. Besides — 
your patrons are never kept waiting. All these 
things mean money in your pocket. 








Low first cost and practically no service or up- 
keep with the R-W Aut-O-Dor Electric Door 
Operator. It works by electricity, smoothly, 
gently, quietly and surely, without jolts or jars. 

; Doors in closed position —tight and 
Write for further details storm proof. Note small wicket 
entrance door. 
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Vs—Vacuum servo 


X—Sleeve valve 
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... 22 New Distributors 
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When dealers are making good money on 
an account, it doesn’t take long for the 
news to travel; and the profit-possibilities 
of Marmon’s new, modernly-designed 
straight-eights at popular prices are recog- 
nized today throughout the entire trade. 
Already Marmon has more than doubled 
its dealer organization, in all cases with 
active, aggressive merchants; and in 
major points the Marmon opportunity 
has captured the interest of some of the 
largest, best-established, most strongly. 
financed organizations. Interested dealers 
are invited to investigate. 
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Marmon Motor Car Company 
Indianapolis, Indiana 


four wheels 


E-F—External 
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E-R—External rear whee 
E-T— External transmission 
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M ANY of the tests performed at the 
Laboratories and Proving Ground 
are entirely new so that machinery 
had to be designed by General Motors 
engineers for conducting them. This ap- 
plies to the testing of fan belts. The large 
photograph shows an engineer adjusting 
a fan belt on the machine that will run it 
night and day until it breaks. The smaller 
photograph gives some idea of the size of 
the apparatus necessary for testing even 
this very little part of an automobile. 
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FAN B ELTS and 








THE OPEN MIND 


HE best fan belt on the marketa few years ago would 

render good service through an average year’s driv- 
ing, or perhaps two or three years. It seemed a satisfac- 
tory product, but it did not satisfy General Motors. 


The laboratory engineers constructed a machine to 
run a fan belt under high tension at terrific speed, hour 
after hour, day after day. Under this stress and strain, the 
best fan belt lasted only seven hours. 


General Motors engineers strengthened the belt, and 
the relentless machine tore it to pieces in eight hours. 


They strengthened it again and raised its life to nine 
hours—to ten. 


Then the engineers adopted a quite different principle 
of construction, producing a belt that resisted the test for 
more than fifty hours. 


Again the specifications were changed and the score 
was 120 hours. At this point, when most men would 
have been content, the General Motors engineers felt 
they were just beginning. With the cooperation of belt 
manufacturers they proceeded to construct a belt that 
withstood all that the machine could do to it for 800 
hours. This is the belt that is now being used on General 
Motors cars. 


An improvement of 11,000 per cent in a minor part 
which was considered quite satisfactory even before the 
testing began! Thus it is that General Motors automo- 
biles grow continuously better, as every part is studied 
with an open mind. 
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A car for every purse 


9 
and purpose 


CHEVROLET 
PonTIAC 
OLDSMOBILE 
OAKLAND 
Buick 
LASALLE 


' CaDILLaAc 


All with body by Fisher 


GENERAL Morors Trucks 
YeEtLow Cass AND COACHES 
eo * 
FRIGIDAIRE 
The Automatic Refrigerator 
“as 
Detco-Licut 


Electric Plant: 





« i ° 


Delco-Remy Electrical Equipment 
Harrison Radiators + Delco- Remy 
Lovejoy Shock Absorbers + Jacox 
Steering Gears * AC Spark Plugs 
A C Speedometers + AC Oil Filters 
New Departure Ball Bearings -Jaxon 
Rims, Wheels and Tire Carriers 
Brown - Lipe- Chapin Differentials 
Hyatt Roller Bearings * Inland 
Steering Wheels * Klaxon Horns 


° « « 


General Motors passenger cars, 

Frigidaire, the automatic refrigerator, 

and Delco- Light electric plants may be 

purchased on the low-cost GMAC 
Time Payment Plan 








TUNE IN — General Motors Family 
Radio Party. Every Monday evening. 
9:30 Eastern Standard Time. WEAF and 


31 other stations associated with N. B.C. 


MOTORS 
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Trunk Racks with Tire 
Carrier, to fit all stand- 
ard makes of cars, avail- 
able at reasonable prices. 











Mh 


: 


Wi 





- 


7 


Sk Re 
ik Se 


} 
? 


3 = 
os 


—b 


cars 


Equ 
touc 
SO ¢ 


In ¢ 
sale 
witl 
som 


Bigl 







June 7, 1928 MOTOR AGE 53 


I\ nivantages at your command 


TY) With Today’s Motor Car Vogue 








ODA Y—everything in motor car selling is color .. . 

beauty ... smartness. Look at the late models. Snappy 

looking convertibles. Streamline sedans. Now comes 

a new conception in trunk design—in harmony with the 

motor car vogue of today. The Bigler prestite Motor Trunk 

—built to take its place on the back of the smart looking 
cars on your sales floor. 


Equip your cars with Bigler prestite Trunks! Note that final 
touch of smartness—just that extra bit of refinement that 


Stronger than metal—more 
durable than wood—more 





| so often swings the sale your way over a competing make. . attractive than imitation 
| leather ... a new, secretly 
: : , , processed material by Bigler. 

In a line such as Bigler, yours is the opportunity to add to Rumble, rattle and rust- 
, sales volume without increasing overhead. Get in touch proof. . Impervious to mois- 


ture. Duco finished. 
Easy to clean. 





with your distributor ... or write direct to us. We have 
some interesting facts we would like to place before you. 





Bigler Manufacturing Company, Chippewa Falls, Wisconsin. 


Here is a Trunk That Has Everything! 


No sales feature you could want is lacking in the 
Bigler prestite Trunk! Color . . dash . . style 

. in complete harmony with today’s smart looking 
Motor Car. Plus strength—utility—yet absolute 
freedom from rattle, rumble or rust—warp, mold, 
or blister. Bigler Trunks are built of prestite—an 
amazing new development—exclusive with Bigler. 
Attractively Duco finished—inside and out—dura- 
ble and easy to clean—dust and water-tight! . 
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Available for 
these leading cars 





Franklin 
Packard 
Marmon 
Chrysler Imperial 80 





Hupmobile Century 
Eight 
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Prices Ave Here/ 





es 


. » ESTS, development, careful 
calculation, more tests, per- 
fection—and an entirely new 

basis of value for real riding comfort 

has been created. 








For sixty-five dollars — the price of 
any ordinary device — plus a small 
installation charge, you can equip 
most any car with four Landis Shock 
Diffusers that truly control spring 
recoil as it should be done. 








No spring preloading—as few work- 
ing parts as possible — no straps to 
snap—or tension springs to break— 
resistance in direct proportion to 
spring compression—and hydraulic! 


Car dealers and general service sta- 
tions are welcome to more infor- 
mation. 
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andis Engineering & Manufacturing 
Company 
Automotive Division 
Waynesboro Pennsylvania 
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From March 1, 1927, 
Chilton Class Journal!/C 
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Company Publications 


Display Advertising 
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Chilton Class Journal Company [Leadersh; D 
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Journal Leadership 


JOURNAL COMPANY 
Philadelphia, Pa. 
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Tourists and 
Stay-at- Homes 








IGREN. 


[ PRONOUNCED GREY-GREEN | 


the efficient fluid lubricant for 
transmission and differential 


—and pay you big - margin June Profits! 


VERY car in your city, every one 
that passes your door, is a live 
Graigrene prospect. Every one offers 
you a chance to make big mid-summer 
profits from this efficient fluzd lubri- 
cant for transmission and differential. 


Tourists and stay-at-homes alike 
are learning that the summer need 
for Graigrene is vital. Day-long runs 
in hot weather are apt to result in 
damaged gears—and repair bills 
—if these vital zones are not pro- 
tected with Graigrene. Heavy, sticky 
grease Cannot give proper protection 
in hot weather—Graigrene will not 
break down, even at 200 degrees F. 


It will pay you to tell this Graigrene 
story to every motorist in your town 
—to every tourist who stops for gas 
or oil! Every car needs 8 pounds of 
Graigrene; every truck and bus needs 


40 pounds; tractors require 50 pounds 
and more. And you make 50% and 
more profit per pound! 


Get started with GRAIGRENE 
today. You can pay your overhead 
with this new lubricant. Write us at 
once—or ask your local oil jobber. 


Tell Tourists This! 


100, 200, or 300 miles a day! Think of 
the millions of times the gear teeth in 
transmission and differential mesh during 
a single day’s tour! 

These vital gears can not be efficiently 
and thoroughly lubricated by ordinary 
heavy grease. Such grease “runs” when 
subjected to the great heats developed on 
long tours. 


Graigrene gives perfect protection 
always. It does not break down or “run” 
—never squeezes out from between sur- 
faces. Wise tourists demand Graigrene 
because they know its protection is worth 
real money. 














Get the long green with GRAIGRENE 


Manufactured by 


€ * e 
Viscosity Oil Company 
Established 1894 
W. D. SIMMONS, President 
Central Manufacturing District, CHICAGO 


‘Phone Yards 7196 
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Protected Under License 
Patent No. 1264770 
Other Pats. Pending 


aster easter and more accurate 
Brake testing with~ hy far~ less / 


$37.50 


Complete 





Depresso1 
No. 6 Locking 
Type. Furnished 
with each tester. 
Gives. constant 
equal pedal pres- 
sure necessary for 
accurate brake 
adjustment. 





expensive equipment, 


A scientific brake tester, as accurate as a precision instrument— 
light and strong—and low in cost! 


Car owners want to know the condition of their brakes—with a 
Linendoll you can get this business! It is the right equipment 
and it doesn’t cost a lot of money to install—it has no upkeep— 
it lasts a life time, approved by several car manufacturers. Ask 


vour jobber about this improved brake tester or write us for 
more information. 


The Norwalk Auto Parts Company 
Factories: Norwalk, Ohio 
General Sales Office: Real Estate Trust Bldg., Philadelphia, Pa. 


AUTO BRAKE TESTER 
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VELIE FRANCHISE 
HAS NO SUPERIOR 


Velie dealers make real money 


“~ UNM 


Just 50 Velie cars sold in a year will net you a hand- 


some income—probably greater than 250 “mass- 
production” cars. 


When the mass-production manufacturer insists on 
_ feeding you more cars than you can economically mer- 
chandise, it means forced, unprofitable selling methods. 


The Velie “no-quota”’ ideal fran- 
chise means — 


... your money in used cars is kept 


at a minimum. 
* * LK 


A Superb line of models in 6’s and 
straight 8’s, and a range of light, 
sturdy, speedy trucks enable you 


. .. you Can order cars as your capi- 
tal and merchandising methods 
dictate. 











. . . you are able to refuse demands 
for long trades on used cars. 


.. overhead is under your own 
control, not factory control. 


to close sales under all kinds of 
competition. 


20 years of public confidence in 
Velie products stand back of each 





Velie dealer. 


Your territory may be open. Write, 
or better still, wre for particulars 


today. 


... your profit per car is unusually 
generous, and enables you to build 
a permanent business, not subject 
to sudden cancellation. 


VELIE MOTORS CORPORATION, Moline, Illinois 


Long be. V i : ; 3 OWNED AND orsRArED 
«4... 1908-1928 ... 


VELIE 6-66 MODELS—5-pass. two-door Sedan, $1195; 5-pass. four-door Sedan, $1265; 2-pass. Coupe with deckseat, $1265. 
VELIE 6-77 MODELS—5-pass. Special Sedan, $1585; 5-pass. Royal Sedan, $1635; 4-5-pass. Coupe, $1635. VELIE 8-88 MODELS— 
5-pass. Special Sedan, $2095;5-pass. Royal Sedan, $2095; 4-5-pass. Coupe, $2095; 7-pass. Royal Sedan, $2245. All Velie Models are 
fully equipped, including tire, tube, cover, Lovejoy Hydraulic Shock Absorbers, etc. Prices quoted are F.O.B. Moline, Illinois,U.S.A: 
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No. 620 

has chucking ca- 
pacity of 1-4"' to 
1-2". Grinds 


valves of any an- 


Re 145° 


———— 


a 


Sioux Roller Chucking Sys- 
tem grips stem firmly above wom 
surface; holds it perfectly centered. 
Self-aligning, adjustable, positive, 
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Investigate the SIOUX 
Betore You Buy! 


Your Jobber Sells It! 


ALBERTSON & CO,, Sioux City, Ia, U.S.A. 
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accurate. Handles new Ford valves. 


> anitty "s 


Grinding head bearings kept clean 
and properly lubricated by oil-fil- 
tering felt wicks. 


Pe eg 


SSE TSAO 


SKF self-aligning 
ball-bearing as- 
suressmooth, pos- 
itive operation 
with fewer parts. 


Simple, positi- 
ve, fool- proof 
method of 
engaging 

and dis- 3 
engaging drive 
shaft by means 
of a cam lift. 


“ 


Dependable, positive, euneminie lubrication 
through oil- filtering felt wicks. Keeps out 
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-A's the car Stops 








Ilerlite Model AA for 
passenger cars, Finish in 
Nickel, Dimensions 5 x 4 
x 3%, For DC current, 
Price $7.00, U.S. A. 


The ILER ELECTRICAL MFG. CO. 


nd ‘How it P ays / 


Protect Your Customers 


The public recognizes a wig-wag 
redlight as the universal danger 
signal. 


The Ilerlite Wig-wag Stoplight is 
designed to meet this national ac- 
ceptance. It is the wig-wag red 
light that attracts immediate at- 
tention and insures safety. Only 
in Ilerlite can you give this safety 
feature that the public is demand- 
ing. It means volume sales and 
profits for you. 


We have stepped into a brand 
new field—our first advertisement 
brought 100 inquiries in one mail. 
The field is ripe to cash in on. The 
profit possibilities are great. Iler- 
lite also makes an attractive win- 
dow display. The wig-wag light 


centers attention. 


Jobber-Dealer Policy 


The sales policy of the [lerlite Wig- 
wag Stoplight is based on a profit 
making plan for the jobber and 
dealer. A clean cut selective dis- 
tribution policy. Profitable vol- 
ume for the jobber and a total 
freedom from unfair competition 
for the dealer. Orders are coming 
in fast. Write in now for prefer- 
ence in your territory. It means 
money to you. 


59103 LAKESIDE AVE. 
CLEVELAND, OHIO 


June 7, 1928 


the  wig-wng Starts- 


A WIG-WAG 

Red-Light is a 

UNIVERSAL 
DANGER 
SIGNAL 


The ammeter is 4 
positive indicator. 
It wags with the 
tail-light. 
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WISH it were possible for me to give you, 
at this time, detailed specifications and prices 
of the new De Soto Six. 


I wish I might tell you the facts about its mar- 
velous performance; its notable and sensational 
features of design, and all of the other surpris- 
ing details of quality and supremacy that you 
are sO anxious to learn. 


No experienced automobile merchant needs to 
be told; however, why we desire this information 
kept secret until the De Soto Six is ready for de- 
livery into your hands. 


Nevertheless, I am happy to be able to give you 
the following assurances: 


First:—In all my experience, I have never known 
so notable an achievement in low-priced six- 
cylinder design. 


Second:—In every detail, I regard the De Soto 
Six as one of the most outstanding accomplish- 
ments of the engineering organization that has 
made the name Chrysler stand, the world over, 
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Six 


for supreme performance, beauty, quality and 


long life. 





Third:—I can truthfully state that I have never 
before conceived that a six-cylinder car of such 
outstanding quality could be produced and sold 
at prices so surprisingly low. 


Fourth:—The vast resources of the Chrysler 
Corporation, of which more than $40,000,000 are 
actual cash and marketable securities, insure the 
financial strength and stability of this new division 
of Chrysler —the DeSoto Motor Corporation. 


As a result, I firmly believe that the De Soto 
Motor Corporation will establish a new record 
for the speed with which its dealer organization 


will be built. 


We want the soundest, the most alert and the 
most progressive merchants in the world to sell 
and service the De Soto Six. 


We want that type of man in your territory; so 
if you have not already talked with our district 
manager, I urge that you write or wire at once. 


Neath: 


President 


CORPORATION 


{Division of Chryster Corporation} Detroit, Michigan 


“ASS SIRS ISS NS, PR ey RA a eae sia Se 





+ . _ ‘ i — epee . eR eee er a ee ote me 
DR, SAN CRE Er RR OE RIA RR aL 











for Economical Transportation 


MOTOR AGE 








_ == 


/ CHEVROLET LET( 





Increasingly Popular 


‘“SSecond Car’’ 


There is noticeable on every 
hand a decided swing to 
Chevrolet among families 
who require more than 
one automobile. 


And small wonder — for 
here, at amazing low prices, 
is every quality feature and 
all the completeness of 


detail essential to luxu- 
rious transportation ...a 
worthy companion of the 
world’s finest motor cars! 


This great “‘second car’ 
market is making available 
“plus profit’’ possibilities 
to Chevrolet dealers 
everywhere. 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


Division of General Motors Corporation 


The Roadster, $495; The Touring, $495; The Coach, $585; The Coupe, $595; The 
4-Door Sedan, $675; The Convertible Sport Cabriolet, $695; The Imperial Landau, 


$715. Prices f. 0. b. Flint, Michigan. 
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A NEW Fredericks Lyknu Rewind Price List 








Your prices and discounts . . . valuable information 
on rewound armatures . . . complete descriptions 
of mechanical and electrical operations employed in 
making Fredericks Lyknu Rewound armatures—like 
new. ‘Lhese and many other helpful points, such as 
a complete list of cars from 1920 to the present date, 
giving the type armature and the car it is used on, are 
included in the new Fredericks Lyknu Rewind Price 
List. And it’s yours, FREE for the asking. 


Prices on Fredericks Lyknu Rewinds are the same 
whether you buy from the Authorized Fredericks 
Exchange Service or direct from our factory. If there 





is a jobber operating this service in your locality— You wouldn't call a 

‘ : , ; burned-out armature junk 
see him—he’ll give you over-the-counter service—as —if you knew it meant 
well as save you from $1 to $6 on the deal. money to you with a 


Lyknu Rewind. 


You can always use the Fredericks Price List. Don’t 
fail to get your Free copy. 










H. M. FREDERICKS COMPANY 
LOCK HAVEN PENNA. 





























This sign identifies the jobber who operates an Author- 
ized Fredericks Rewind Exchange Service. For the name 
of your nearest Fredericks Exchange Service see Chilton 
Catalog and Directory. 
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Fixing Your Objective 
Simplifies Your Plans 


__ When you know what you want to do in the automotive field, 
it should not be difficult to find a way to do it. 


The clearer you fix your objective the nearer you will come 
to making your goal. 


If your marketing activities include the retail automotive 

eld, and you are not satisfied that your product is selling as fast 

as it should—our latest booklet, “What do YOU Want to Do in 

the Automotive Field?” may help you to find livelier dealers and to 
step up your sales. 


This booklet answers six pertinent questicns for those who 
seek better retail distribution, a wider market, or a larger volume 
of sales for an automotive product. Copy sent upon request, 


postpaid, to all interested. 
MoToR AGE 
Chestnut and 56th Sts., Philadelphia 


























June 7, 1928 MOTOR AGE ' 67 








Accuracy that 
would do credit 
to a high-grade 
automobile. 


Automotive a 


i i ee galt 


in Curtis Compresso 
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eal 
‘Modern quantity production methods 
make quality possible at a low price. 
Not only is each part of a Curtis com- 
: pressor made with an accuracy equal to 
highest automotive standards of manufac- 
) ture—not only is the compressor repeat- 
edly tested throughout its assembly—but 
also a Final Work Test assures the deliv- 
ery of a machine that gives real service. 
Such accuracy and quality at solow a 
price are possible only with highly organ- 
ized quantity production methods, a nat- 
ural development of the 74 years of expe- 
rience and the million dollar responsibility 
behind the Curtis Compressor. 


Curtis!“ 


= Pneumatic Machinery Company = 


St.Loul 
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1957 Kienlen Ave., St. Louis, Mo. 518-U Hudson Terminal, New York 














Best Served 


Dealers, garages, service stations and repair shops every- 
where have used Advance Products exclusively for 20 
years because they have found they are able to serve 
their customers best, insuring the job and at a satisfac- 
tory profit. 


for 


heat 
“Original Blue Sheet’ 


Thousands of repairmen will use only 
TENAX compressed asbestos sheet pack- 

' @ng—FOR USE WHERE THERE IS 
HEAT—no matter how intense. Makes 
a quality job that stands up. 


for 
oil 








“Sheet Packing” 


Kor use where water, oil, gasoline and 
grease are encountered and where there 
is NO HEAT. Withstands heavy pres- 
sure and temperature up to 300°. Light 
in weight—and “THE TOUGHEST OF 
THE TOUGH.”’ 


255 Uses on Every Car 


Advance products include replacement material for every 
automotive purpose and their use means extra profits 
for you. Order today from your jobber, or write us 
direct, giving us his name. 


ADVANCE PACKING & SUPPLY CO. 


808 WASHINGTON BLVD., CHICAGO, ILL. 
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Che Amber Fye 





The “AMBER EYE?” is a safety 
reflector made for use on pas- 
senger cars, trucks, busses, 
trailers, wagons, taxicabs, etc. 
It picks up rays from headlights 
more than 1000 feet away and 
warns. In fog it can be seen 
much further than ordinary red 
or green. When tail light fails, 
the “AMBER EYE” literally 
sees behind you, and is visible to 
the approaching car under all 
conditions. 


The “AMBER EYE” is not 
only a necessary safety device, 
but a decided addition to the 
appearance of the car, truck or 
bus. Its universal adoption will 
prevent many unnecessary night 
accidents. Easily installed in a 
few minutes with one bolt to 
license plate holder. 


Also made in red or green to 
conform with various state reg- 
ulations. 


Order your stock now from your nearest jobber or write 
for test sample on memo billing with your jobber’s name. 


Manufactured by 
HUNT & MOORE, INC. 
New Haven, Conn. 


Sales Dept. 
THE ZINKE COMPANY 
1323 Michigan Blvd., Chicago 
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There are Profit Making Ideas 


in Every Issue of 
Motor AGE 


Many subscribers of MOTOR AGE, 
who realize the value of its contents 
each week, route every issue regularly 
through their places of business to all 
departments. 





CHESTNUT and 56th STS. 


As a means of business-building this is 
a profitable habit to encourage, both 
for the benefit of the organization and 
its individual members. It is always 


best to read MOTOR AGE every 


week, 


/MorTor AGE 


PHILADELPHIA, PA. 
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A Brown-Lipe Gear 7-speed 
Transmission increases the 
earning power of every other 
part of the truck. The invest- 
ment in the truck as a whole 
becomes more profitable. 


Trade aan 
BROWN-LIPE GEAR COMPANY 
SYRACUSE, N.Y. 


Transmissions — Clutches — Controls 
for motor vehicles of all types 
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They Stand Road Shocks; 
—Need Water Less Often 


STANDITALL Core construction pro- 

vides extraordinary flexibility; more heat 
. dissipation per cubic inch means less fre- 

quent need for water replenishment. 


Core Catalog Now Ready—Ask for Yours Today 


J. C. BLACK MFG. COMPANY 
Oil City, Pa. 


Export Department, 116 Broad St., New York City 


Northwestern States 
Roper-Smith Co. 
310 Gorham Bldg. 

Minneapolis, Minn. 


Southern States Pacific Coast 

L. E. Spencer Co. Harry E. Marshall 

Nashville, Tenn. 665-7 Folsom St. 
San Francisco, Cal. 
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Bear Axle Straightener #70 


for lining up all 
é bent or twisted axles 














This is the very latest tool for lining up and 
straightening axles—absolutely accurate, and 
checks king pin angle exactly to a degree. Also 
checks the new type axles with perpendicular I- 
beam and sloping spring bed. Easy to operate 
and no guess work. Fits all cars and trucks. 


Our complete alignment service equip- 
ment also includes the Bear Wheel 
Aligner for pitch and toe-in, the Bear 
Axle Gauge for caster, and the Bear 
Tracking Gauge swung front or rear end. 
Free instruction book tells how and gives 
manufacturers’ own _ specifications for 
pitch, toe-in, caster, and king pin tilt. 
Write for it. 


BEAR MANUFACTURING CO. 
Rock Island, Illinois 














Ne RADIATOR 


Does This Bird 
Know What He’s 
Talking About? 


“What! Do you think I’m going 
to pay this bill? Look at the dirty 
upholstery!—who buttered the steer- 
ing wheel with grease!—who banged 
the fenders!—Well. What about it?’’ 
. . . That’s what “Bill Kicker” says. 
And he’s right. Nothing you can 
do now—but make good—waste 
your profits: CAR OVERALLS 
would have saved all that—they’re 
cheapest and safest in the long run! 


¢ e co) 99 Write us about them! 
Bill Kicker Keep Klean Auto Products Co., Inc. 





408 E. 176th St., New York City 





\ 


it takes only a moment to 
adjust the Upholstery Cover 
to any car. Rods at the top 
and bottom of this Cover 
hold it in place. The Cover 
Is made of strong striped 
Denim materlal which is 
extremely serviceable and 
easily laundered when soiled. 


We are headquarters for 
**Road-Ad’’ Tire Covers; 
price tags; repair order hold- 
ers; muslin car covers, shop 
coats and mechanics’ overalls. 
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Once a car leaves your shop soiled or 
scratched it never comes back! 
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New Dover 


Non-Spill 
Radiator Filler 


Designed especially to 
meet the urgent demand 
of service and filling sta- 
tions. It will pour rapidly 
without spilling. Made of 
extra heavy black steel, 
hot galvanized after for- 
mation so it will never 
rust out. 


No. 360-R 3 Gals. Capacity 
Price $3.25 each 


DOVER STAMPING & MEG. CO. 
Cambridge A, Mass. 














Automatic Water Gun 
Shuts Off Automatically 


Every Hose Owner is a Prospect. Garage, 
Car Laundry, Motorists who wash their 
own cars and even the Garden Enthusiast 
is a prospect. 

PRESSURE OF HAND AGAINST LEVER 


CONTROLS FLOW FROM SPRAY TO 
FULL STREAM 


Gun will pay for itself in short time in 

the saving of water. 

Send $2.00 for sample and Dealer Proposition. 
Dept. M., H & S Mfg. Co., Monongahela, Pa. 
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RELIABLE”’ 





No. 70 Furnace—For brazing and preheating. 
Gasoline-kerosene, 


Three generations have looked to the “ALWAYS RE- 
LIABLE” for the best in practical furnaces and torches. 


Jobbers supply at factory prices. 


OTTO BERNZ CO. INC., Newark, N. J. 











ADJUSTABLE 
IDEAL “Portance’ GROWLER 
A device to test all. armatures from 3%” to 
10” dia. Ideal Growlers make the proper spin 
eliminating core or slot shorts. Guaranteed 
satisfactory or money refunded. Get prices 
and sales offer. 


J. J. ANKENBRANDT 
2140 WAKEMAN ST. TOLEDO, O. 
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NEXT WEEK 


—is the time to read next week’s issue of MOTOR 
AGE, as you are reading this week’s issue this week 


Motor AGE 
Chestnut and 56th Sts. Philadelphia, Pa. 




















Ray Jacoby of West Philadelphia Says— 


“To every car owner that comes into 
our garage we recommend 


WATSON STABILATORS 


and it has certainly paid” 
John Warren Watson Co. Phila., Pa. 











WHEEL COMPANY 
Philadelphia + Detroit 


Every a motorists 
are saying... 
O} Goal hel BUDD 




















(EXPANDER TYPE) 
PISTON 
RINGS 


TRADE MARK REG. 
SECOND YEAR SATISFACTORY SERVICE 
The Motor Necessity That Has Made Good 
THE WEL-EVER PISTON RING CO., Toledo, Ohio 


Sold most everywhere. If your dealer cannot supply you write us 


“((Geiclenhof? 


SHOP EQUIPMENT for 
BATTERY and ELECTRICAL SERVICE 


Test Benches * * Rectifiers * * Constant Potential Battery Chargers * * Lathes 
Battery Testers * * Mica Undercutters * * Grewlers 


4358 Roosevelt Road Chicago, Illinois _| 

















Manufacturers of Standard Super-Power 
Heads for Chevrolets. Also complete rac- 
ing equipment. 

R. & R. MANUFACTURING COMPANY 


Anderson, Indiana, U. S. A. 
Cable Address: RCO. 























Majestic Cowl Bands || Nick! nlated—fits all cars 
Prices and discounts upon 


eee and Lamps eee request. 
MANUFACTURED BY 


METAL STAMPING COMPANY, Inc. 
LONG ISLAND CITY, N. Y. 
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CLASSIFIED ADVERTISEMENTS AND BUSINESS OPPORTUNITIES 
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CLASSIFIED 


MOTORS: New General Electric % H.P 


$11.90; % H.P.; $27.75; 1 H.P., $38.50; 8 FOR SALE—Good garage, size 120 by 48 feet, 
concrete block, located in city of 500 and sur- 
rounded by good farming country on paved 
Highway 13 and near Highway 73. Chevrolet G.G. R. care MOTOR AGE. 


Volt Charging Generators $10. Grinders, Drill 
Presses, etc. New catalog. Special discounts. 
MOTOR SPECIALTIES Ca., Crafton, Pa. 


WANTED: Manufacturer is looking for an auto 
motive item to make on royalty basis, distribute 
or purchase outright. A volume item and one 
that gives satisfaction in its use. Write Box 


Agency. Price — 000, with tools. Box 6320, 


MOTOR AGE 
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LIKE A HORSE-SHOER’S 
MANICURE SET 
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Fig. 2— “HALLOWELL 
STEEL TOOL STAND” with 
a 15’’x14"x5” Steel Drawer just 
the size for hand tools and sun- 
dries. 





Fig. 1 — “HALLOWELL 


Fig. 3 — “HALLOWELL 





STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA. 


STEEL TOOL STAND” with 
3-18"x24”" shelves; plenty large 
enough without being cumber- 
some. Large casters make push- 
ing easy. 





Fig. 4#—-HANDY TRAY 


STEEL TOOL STAND” with 
Handy-Tray on top shelf. The 
picture shows clearly how the 
tray is divided in compartments 
suitable to hold small bolts, 
nuts, washers and the like. 


Like the horse-shoer moving from one leg to the other leaving the horse 
standing still, so with the HALLOWELL STEEL TOOL STAND on 
casters—you roll the tools right alongside the job and get down to business 


without any lost motion. 


It’s the handiest piece of equipment and therefore no Service Station 
should be withouta HALLOWELL STEEL TOOL STAND. 


Write for Bulletin No. 386. 
Other “Hallowell” Lines of Steel: Bench Legs, Work - Benches, Tables, 


Drawers, Trucks. 


BRANCH 


28 N.Clinton St. 


CHICAGO, ILL. 


BOX 517 








BRANCH 


944 Harper Ave. 
DETROIT. MICH. 








CHANGE 
DIVIDER 
Nowin LAPS 


REG. U.S. PAT OFF 









No more Bolts 
in Dividers 


PAT. APP. FOR 


ERE'S a great team—Movit and LAPS. It 

gives you speed, flexibility and service. 
Now you can change the dividers in LAPS 
Systems in 1o seconds and do it without emp- 
tying bins. Just a push of the thumb and swap 
—Movit is in or out. But—Movit stays put 
till you move 1t. LAPS Units still retain their 
strength and rigidity. 

You still get close-fitting, shelf-supporting 
LAPS Dividers with the famous roll edge. 
Every divider supports and carries the load of 
the shelf above it—the shelf positively cannot 
sag. And there are no sharp edges to cut, 
scratch or tear. 

LAPS Systems are shipped with adjustable 
dividers, but come to you assembled ready for 
use. Movit will fit in all LAPS Systems, new 
and old. It’s a real time and money saver for 
you. 

Movit is exclusively Lupton and only the 
famous LAPS Systems and units have this 
remarkable new device. 

Get Movit, the big little time-saver in your 
new storage systems, or put Movit in systems 
you now have. Lupton Jobbers everywhere 
have complete data and are ready to fill orders. 
Just ask for MOVIT, the new and practical 
device for adjustable dividers. 





| | No emptyin g 
of bins~ 


sige ’ | DAVID LUPTON’S SONS COMPANY 
nap Movit in or out and dividers may be changed in a 


a jiffy. You still have the sturdy roll-edge divider and 5-130 General Motors Building 
snug fit of every divider without cotter keys. LAPS DETROIT 


Systems are still shipped assembled, ready for use. 


Movit : rerythi 
it and everything at no extra cost. Makers of LAPS Systems 
REG U SPAT OFE, 











~&y ay 


CHRYSLER 


Gives Them All With 


One Franchise 


What a singular 
advantage Chrysler 
gives you Over any 
other franchise— 
four cars, any one 
of which is a big seller, yet with the 
expense and overhead of only one. 


With four such cars—“52,” “62,” 
“72” and 112 h,p. Imperial “80”— 
every prospect is‘a Chrysler pros- 
pect for you have a car to offer in 
each of the four price classes. 


This means a steady, profitable 
business because you can be selling 
something all the time. 


Think of the advantage this gives 


ay <~ 


you over the dealer with only one 
or two lines. With a much lower 
overhead and with four fast- 
selling lines of cars—plus other 
exclusive features offered only in 
a Chrysler Franchise—how much 
ereater are your chances for busi- 
ness success. 


The present overwhelming de- 
mand for Chrysler cars requires 
us to add many more dealers. 


We might need one in your own 
community. Don’t pass up this 
chance to increase your profits. 
Write us a letter immediately. We 
assure you it will be kept strictly 
confidential. 


CHRYSLER SALES CORPORATION, DETROIT, MICHIGAN 
CHRYSLER CORPORATION OF CANADA, LTD., WINDSOR, ONTARIO 











